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For Homes, Apartments, Hotels, Churches, 
Schools and Public Buildings. 
17A 


For further information see Sweet's Arch. File 
or Write Miami Window Corp., Dept. SB, 
P. O. 356, Miami 42, Fla. 

Ask about the new alumi- 


num picture window—a new 
concept in window design. 


air infiltration tests passed at Pittsburgh Testing Labs. 
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In granular tan, coral, green, 
and blue. Other shades Natural 
White and Dove Gray. 


Beautiful is the word for these hand- 
some granular surfaced Mustang 
asbestos cement shingles. Each 
Mustang shingle is embossed with 
the natural grain showing all the made by the makers of Mustangs among 
beauty of weathered wood. architects, builders, and lumber dealers. 


Permanent as granite! The granules on Mus- 
tangs are put on to stay. Unlike ordinary 
granular shingles, granuled Mustangs are 
manufactured by a special process which 
prevents granules from rubbing off. Mus- 
tang ceramic granules stay in the shingle. 


Washable, Too! The new granular Mustangs, 
like every dependable Mustang asbestos 
shingle, is made new again with every rain, 
and the color stays. 


Write for FREE SAMPLE 
Shingles of the New Mustang Colors! 


e Send us on your letterhead a request 
for a beautiful display containing six 
sample shingles, in the six new popular 
Mustang colors. This sample board will 


ASB ESTO S C 0) f | FXAS help you sell more siding jobs. It is sent 
The + 0 to you free, and without obligation. 
Remember, IT PAYS TO SELL MUSTANGS! 


P.O. BOX 1082 . HOUSTON 1 106 
ASG Ree | ee eee 


Popular Colors The four new Mustang gran- 
ular shades—green, coral, tan, and blue— 
are the most popular siding colors. They 
were selected after an extensive survey was 
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two new profit leaders... 


FOR DAVIS DEALERS 











UNEXCELLED (\ ‘ rt tea te 
REINFORCING ~! a 
From Davis laboratories || ELECTRONICALLY Meine 
—a more versatile product - PRODUCED! 
with proven superiority. 
Many oils in one... Water- a i , 


proofs ... Reinforces... 








Seals all surfaces... 


Prevents rust. NEW 


Jaj Mahal 
There's sales versatility too in Ly 


these new Davis products. Write NON-YELLOWING 


for full details. Mail coupon 


thy, ITE 
below. Ws Com 





a 











World's Wonder White! Davis 
Taj Mahal provides a porcelain-like finish 
Lo} aap 7-0 Oy we. fo} 59 > 
unexcelled for beauty and resistance to 
wear. Three extremely popular 
finishes . . . ideal for walls, wood- 


work, metal or concrete— 


interior or exterior! 


ADDRESS 
CITY 


THE H. B. DAVIS CO., BUSH AND SEVERN STS., BALTIMORE 30, MD... . and SAVANNAH, GA. 
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ITS BETTER TO SELL 
THE BEST ! 


° b 


TENSULATE 


MINERAL WOOL INSULATION 


It’s simple 
when you consider the fast turnover, 
ease of stocking, availability in batts, loose wool or granulated 


. sure, it’s better to sell Tensulate Mineral Wool Insulation. 


Make important profits with Tensulate Mineral Wool .. . 
the brand that sells throughout the South. Call or write today 
for complete information. 

Tensulate Mineral Wool Insulation is another high quality PRODUCTS & CHEMICAL 


building product of the makers of Tensulate Perlite it 


concrete and plaster aggregate. renmeowinse eine 


TENSULATE TENSULATE 
—- INSULATION PERLITE 


s m=) P a] 
ae 
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G MONEY IM... 


REMODELING WITH 








Just cover old walls with building paper 
and apply pre-stained cedar shakes in OVER 

the regular way. Over-walling with cedar 

shakes adds strength, insulation. OLD wooD 





Wid ather e 8 it economi- Hawes ay 
cal recovering of Worn stucco walls by the OVER OVER Sotelo iene te 
renaicling’maceral permis ths work f STUCCO | COMPOSITION J ery txpe of worn wal. The finished re 
on “hard’’ walls? : sult looks new—not “repaired. 








One GREAT PRODUCT hits both markets... 
New Construction and Remodeling 


This year, the market for remodeling is going to be of vital importance to everyone 
in the building materials business. Fitite shakes are the outstanding product to 
give you a successful year because they cover your markets for new construction 
and remodeling too! Modernized walls of Fitite shakes are improved in beauty, 
in insulation value, in structural strength. Home owners have proved their preference 


] 
Sai) 
[Th Ehs 7 for Fitite shakes by doubling sales of this company in the past two years. There 
5 H A K ES is big money in this product for you too! 








COLONIAL CEDAR COMPANY, INC. 


600 WEST NICKERSON STREET SEATTLE 99, WASHINGTON 
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FREE to Building Supply Dealers 


x & * 


3. Color Uses. “Styling With Color” 
contains over 100 color pictures of 
color schemes for every room in the 
house. It was written by Collette 
Whitlock, authority on interior deco- 
ration, to help sell paints. The Peas- 
lee - Gaulbert Paint and Varnish 
Company, Louisville, Ky. 


7. Flexible Doors. Installation de- 
tails and sketches of Ra-Tox flexible 
doors, made of kiln-dried Northern 
basswood splints, are given in a new 
folder. Construction data and speci- 
fications are included. The Hough 
Shade Corporation, Janesville, Wis. 


1l. Stair, Fan Opening. Sheet lists 
features and sizes, and tells how to 
install Huntington ‘“Metal-Fold- 
Safty-Stair” in 20 minutes. For use 
as attic fan opening, panel bolts are 
removed and fan tunnel is built over 
stair, putting access door at end of 
tunnel at top of stairs. Huntington 
Industries, Inc., P. O. Box 3176, 
Memphis, Tenn. 


13. Sash Balance. New Pullman Pig- 
my sash balance, the “world’s small- 
est and lightest weight true counter 
balance,” is described in a new cata- 
log sheet. Installation of balance, 
which fits into sash itself, is ex- 
plained. The Pullman Manufacturing 
Corporation, 325 Hollenbeck Street, 
Rochester 5, N. Y. 


15. Plastic Tileboard. New folder 
shows patterns of Afco plastic tile- 
board and contains samples of the 10 
shades in which it is made. Another 
booklet pictures various metal trims 
and moldings used with this tileboard. 
A full-color consumer folder is also 
available. The A and F Tileboard 
Company, Box 4085, Alexandria, 
Louisiana. 


17. Folding Stairway. Attractive new 
folder tells how simple the Precision 
folding attic stairway is to operate, 
and how it fits any ceiling. Advan- 
tages, construction features, and 
specifications are given. The Preci- 
sion Parts Corporation, Nashville 7, 
Tenn. 


19. Metal Moldings. A 20-page il- 
lustrated catalog shows the many 
types of Premier aluminum and stain- 
less steel moldings and trims. It 
gives their uses, application, and di- 
mensions. A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio. 


21. Hunter Zephair Fans. A new 
eight-page illustrated catalog on fans 
for homes and industry. It includes 
function and installation data about 


Use Handy Coupon Below 





unit containing fan, motor, shutter, 
and switch. Hunter Fan and Venti- 
lating Company, 400 S. Front St. 
Memphis, Tenn. 


23. Heatilator Fireplaces. Booklet 
tells how Heatilator unit efficiently 
circulates heat and adds profits on 
fireplace sales. Heatilator, Inc., Syra- 
cuse 5, N. Y. 


27. Roofing. “Putting Nature’s Col- 
ors to Work” is a four-color book on 
the importance of roofing colors in 
exterior decoration. Color schemes 
are suggested. The Flintkote Com- 
pany, Inc., 30 Rockefeller Plaza, New 
York 20, N. Y. 


29. Awning Windows. Illustrated 
catalog No. 84 gives sizes, hardware 
specifications, and construction data 
on Gate City awning windows. 
Prices, discounts, and complete archi- 
tectural file are available. Write 
to the Gate City Sash and Door 
Company, Fort Lauderdale, Florida. 


31. Asbestos Shingles. Full-color 
folders show the complete line and 
new colors of Asbestone shingles for 
residential roofing and siding. The 
Asbestone Corporation, 5300 Tchou- 
pitoulas Street, New Orleans, La. 


33. Kuver-Krak Panels. Folder de- 
scribes application of Kuver-Krak 
panels over cracked plaster ceilings. 
Sent by the Upson Company, Lock- 
port, N. Y. 


35. Gliding Door Units. An illus- 
trated folder shows how Huttig’s 


806 Peachtree St., N. E. 
Atlanta 5, Georgia 


numbers: 


gliding door units save space in 
homes. Complete specifications, sizes, 
and instructions for installing are in- 
cluded. Huttig Sash and Door Com- 
pany, 1206 S. Vandeventer, St. 
Louis 10, Mo. 


37. Folding Stairways. New folder 
describes uses, installation, and sizes 
of Wel-Bilt Fold-A-Way attic stair- 
way. Operations are well illustrated. 
Wel-Bilt Products Company, Box 95, 
Memphis, Tenn. 


Siding. “New Look 
That Lasts Forever” describes and 
shows with photographs the ad- 
vantages of using Mustang’s new as- 
bestos siding shingles. Stuffers with 
same story are also available. The 
Asbestos Company of Texas, Post 
Office Box 1082, Houston 1, Texas. 


39. Asbestos 


41. Waterproof Adhesives. Two-color 
circulars and envelope stuffers de- 
scribe Miracle waterproof adhesives, 
including Black Magic adhesive, wall- 
board cement, tub-caulk, and ceramic 
tile cement. A colorful brochure on 
“Construction by Adhesion” is avail- 
able. The Miracle Adhesive Corpora- 
tion, 214 East 53rd Street, New York 
22, N. ¥. 


43. Application of Asphalt Roof. 
“Good Application Makes a Good 
Roof Better,” summarizes application 
practices for all types of asphalt 
roofing, with related data for roofing 
selection. The Asphalt Roofing In- 
dustry Bureau, 2 West 45th Street, 
New York 19, N. Y. 


45. Fawsco Home Beautifiers. Cata- 
log shows aluminum awnings, door 
and window canopies, shutters, flow- 
er boxes, iron railing, and other low 
cost home accessories. Free mats, 
consumer literature, and posters for 
dealers. Fawsco Manufacturing Divi- 
sion, Falls Stamping and Welding 
Company, 1701 Front Street, Cuyaho- 
ga Falls, Ohio. 


47. Flexboard. A new handbook con- 
tains complete information about cut- 
ting and working asbestos Flexboard 
for all indoor and outdoor applica- 
tions. Johns-Manville Corporation, 
Box 290, New York 16, N. Y. 
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They NEVE tet us alone! 


And should they find something amiss (like one 


You've never seen such a bunch of hard-headed 
skeptics as the chemists in our Quality Control 
division. They spend all day every day trying to 
find something wrong with the way we make 
Cumberland Cements. 

They're the nosiest people we know of, snooping 
into everything from fuel to finished cement. At 
various stages in the production line they take 


samples and run tests as often as once every hour 


PORTLAND CEMENT COMPANY 


Chattanooga Bank Building * 


tenth of one percent too much silicon dioxide) 
they get a gleam in their eyes, yell for the superin- 
tendent and get the situation corrected immediately. 

We're glad we have 'em around, though. These 
“watchdogs of quality’ do their jobs so well that 
Cumberland Cement always meets the most rigid 
specifications ever required by any purchaser—and 


that’s the way we want it to stay! 

















Chattanooga 2, Tenn. 


Portland — Wigh Early Stuagth — Ar Eutraining — WMasowry 
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Gatlders! for protection 
aud added appearauce 
Lo your homes — you cant 
AWNINGS — permanent type 
made of heavy gauge, double 
protected steel; zinc coated and 
bonderized; two coats of baked 
enamel; in three attractive 
colors; inside is white for light 
reflection; three sizes; one piece 
construction makes for easy 


installation. 





YOu CANT BEAT THEM FOR 
QUALITY AND LOW COST 








DOOR CANOPIES — smart styling adds to the appearance of 
doorways and gives permanent protection from rain, snow and sun. 
Built of double protected steel; has built-in drip channel. Unit can 
be installed in a few minutes. Built in two sizes, and available in 


three colors, green, blue, and tile red. 





FLOWER BOXES —a large attractive unit, 
30” long, 634” deep with a 10” projection. 
Built of double-protected steel, complete with 
installation screws. Furnished in three colors, 
green, blue and tile red. 








TRIANGLE 
VENTILATORS 


i 
New Style 2 Sizes 

ROOF VENTILATOR MILK & PACKAGE ATTIC VENTILATORS AMENTAL 
ory be All Standard Sizes WINDOW SHUTTERS 


E igh Write today for a FREE copy of the Air Control Pocket Catalog showing complete line. 


Mt a LEIGH BUILDING PRODUCTS Division 


»p ( K 
Hen ga : AIR CONTROL PRODUCTS, INC. 
‘ COOPERSVILLE, SUN ST. MICHIGAN 
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T. M. REGISTERED 


are Unconditionally Guaranteed 








and here’s what makes that guarantee good 


the interlocking, 


’ 


ventilated all wood core that provides 
unduplicated strength and stability 


On the surface, flush hollow core doors may look much 
alike, but it’s what's beneath the face that determines the 
service and satisfaction that you can expect. Here’s where 
the superiority of Paine Rezo doors is most pronounced; 
for nowhere else will you find equal dimensional stability, 
nor such lightness in weight combined with great struc- 
tural strength. 

For these reasons architects and contractors everywhere 
have installed more than four million Paine Rezo doors in 


buildings of every type. No other hollow core door has 
been so widely endorsed, so thoroughly time-proved. Re- 
member, when you specify Paine Rezo doors your satisfac- 
tion, now and in the future, is unconditionally guaranteed. 

See SWEET’S catalog — or write for an illustrated 
data bulletin. 


PAVE LUMBER (0. Ut. scan 
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All the New Features 
your customers want- 


ASBESTONE 


ASBESTOS-CEMENT BUILDING PRODUCTS 


ASBESTONE ROOFING SHINGLES 


' 
1 
STYLE FINISH 


Dutch Wood © A Fireproof 
ee ae | Weatherproof 
} onal Gray ana fe Termiteproof 


Blends ie i~. 
7 ee No Painting 
ASBESTONE SIDING SHINGLES a No Upkeep 


‘ = 
\ Straight: Wood White 











| Edge | Grain | Builtonellt Insulating 


Blends 3 : 


“\ Wavy | Wood 7Oreen- 


tone 


\Edge { Grain | Biends 


Jj Gray 


ASBESTONE Super "G ” 3 Sts 





CORRUGATED 
\ ROOFING and SIDING 
\ Light Weight— a 


Amazing Strength 
6” Corrugations 


Makes a faster- 


ee } - / 
draining roof Wee 
Looks like tile— e. ime 
wears like rock G # 
=—”CHOICE OF COLORS 
Tile Red — Natural Gray £ 
y 








ASBESTONE CORPORATION 


5300 Tchoupitoulas Street « New Orleans 15, La. 
Specialists in Asbestos-Cement Building Products tor over 25 Years 





——— 
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Because they are built to “TAKE IT” 


Thrif-T Window Units successfully defy 
the ravages of wind, rain, snow, 
sleet, heat, cold, dust and TIME. 


WEATHER WINDOW 
STRIPPED UNITS 


Sound construction — proven by years of satisfactory service makes 
Thrif-T the BEST buy. They are built to take it. 
The Head Jambs are lock- Side jambs are tongued for groove in wide blind 
ed into side jambs (Head © stops. Besides materially strengthening frame, 


jamb fits into dado of side WIDE BLIND STOPS stop air leakage and make 
jamb). frame easier to square up. 


Wide blind stops (tongue Sill grooved to prevent warping. Set on angle 

$) and groove fitted to jamb), 4) of 3” to one foot in frame. MOISTURE CAN- 
too, are important in good NOT STAY ON Thrif-T sills. It flows off like 
construction. water on a duck's back. 


Window — made to fit weatherstrip and frame — 
operates in good weather and bad. 


Treated for long service life. 


Weatherstrip — rib-fitted to window — check rail 

, strip is trouble-free spring type — full width of 
jamb for complete protection and free and easy 
operation. 


NV 

A\ : Thrif-T's power plant raises and lowers the window 
for you — no lifting or straining — a child can 
operate. 


NO PLANING THEY Detailed instruc. 





é 


tions are included 


SAWING F I Tin every shipment. 


oTHER Thrif-T 
WOODWORK for the HOME % 
°° 
5 7 


Thrif-T PICTURE Thrif-T 
WINDOW UNITS cavedenT units WARDROBE 
© cy ° 
winritT BAY bay = A Tete on tana. 
INDOW UNIT CASEMENT UNITS ° 
° e E-Z-UP OVERHEAD. ne" 
a - Thrif-T MT. VERNON GARAGE DOOR UNIT 
oni a ee 
° Thrif-T DISAP- 
ENTRANCE ° No. 960-R CORNER PEARING STAIRS 
NA CASE 


FRAME CHI 


Toxic Treated — Oak BASEMENT ° Tate? 
sil pean UNIT No. 1332 TELEPHONE SHELF 
: ATTIC LOUVRE iad 
"4 in I" Entrance 
Frames include the yi, DRIP CAP* on both "4 in 1" Individual taste of owner is satisfied by 


Maaingee. Tip. #00. 10 design choices SEEN and CHOSEN 
i “ ” ign choices an 
ettes and diagonal oe Steatond statics on the job. Five head variations plus 


blocks to permit the S| b ‘ : 
owner to SEE and choo tom FOUR Z codigo angel yond 
different designs — ON THE JOB — insures adequate tee WRITE for NAME = masonry walls. 
H i i rainage; r ir 7 
aT one satisfying money saving nt ee es of NEAREST JOBBER 


Distributed through the Leading Millwork Jobbers to the Retail Lumber Dealer. 


cach & Musser Co. 


PLANT and OFFICES *© MUSCATINE, IOWA 
1t ewer « 
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Sawey shows: DEALERS PREFER 


INSULITE 


Here's more proof of INsuLITE leadership — this 
time in Minneapolis and St. Paul. It’s the same familiar 
story . . . more dealers prefer INSULITE BILDRITE* 
SHEATHING than any other brand. 
A building product has to be good in this area, 
because of severe extremes in climate. Dealers know 
which products give the most protection against 
rugged Minnesota winters—with the least time and 
expense on the job. 
i. for wna Lessee eee stronger” — Builders Prefer 
ve been sold on INSULITE quality for over 20 years Insulite, Too! 
. . . that’s what these dealers say about BILDRITE 
SHEATHING. And remember . . . you don’t need corner- Here’s an example of why more Minne- 
bracing with 4-foot BILDRITE. apolis and St. Paul builders prefer IN- 
SULITE than any other brand. Roy Olson, 
Are you taking advantage of INsULITE’s product Minneapolis builder, says: “I’m saving 
leadership and sound, reliable sales policies? See your $65.00 on every house I build because 


INSULITE wholesale-distributor, or write us direct. Bildrite reduces waste to a minimum 
and corner-bracing isn’t necessary.” 


INSULITE DIVISION MINNESOTA AND ONTARIO PAPER COMPANY 


MINNEAPOLIS 2, MINNESOTA 


2 t 
Made of Hardy Y meorthern Weeds 5-51 *Reg. T.M. U.S. Pal. Off, 
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SELL 


Lifetime ALUMINUM 
ROOFING 


ALUMINUM— 
Roofing, Siding, 
Fixtures, Gutter, 
Down Pipe, 


Garage Doors. 


STEEL— 

Roofing, Siding, 
Fixtures, Shingles, 
Gutter, Down Pipe, 


ASPHALT— 
Roofing, Siding. 


ASBESTOS— 
Roofing, Siding. 


Strip and Roll 
Copper. 


SN 
DISTRIBUTED 
PRODUCTS 





Wall Ties, 
Termite Shields, 
Plywood, Doors, 
Insulation, 
Hardboard, 
Barclay Paneling, 
Screens, 


Thulman Chimneys. 


EYNOLDS LIFETIME ALUMINUM ROoFING is precision made to give a Lifetime of service. 

Sell a property owner Reynolds Aluminum Roofing and you give him a permanent, weather- 
tight roof—one that needs no painting or maintenance—a roof that has the quality to make and 
keep satisfied customers! 

Backed by powerful National Advertising, Reynolds 
Aluminum Roofing is in great demand. Dealers like it Comorere une oF 
because it gives them a good profit and yet is priced right 
for volume sales. 


SSirco Warehouse SService affords you Overnight De- 


livery and Drive-in Pickup—allows you lower inventory 
investments. Write today for more details about SSirco’s 
complete line of Reynolds Aluminum Roofing and other 
Nationally Advertised SSirco Distributed Products. 


YOUR NEARBY SSIRCO WAREHOUSE IS YOUR STOCK ROOM 


SOUTHERN 


JNO SOLDERING 
| EASY TO INSTALL 


} 
Y NO PAINTING 


STATES 





[Xo] Mi tole) ii, (cme ek 











COTTON—A NATURAL INSULATION 


The principle of insulation, regardless of 

type of material, is based upon the crea- 

tion of minute air cells which effectively hold 

and prevent the circulation of air. The greater 

the number of air cells the more effective the material as 

an insulating agent. In this respect, cotton is a “natural.” 

Our calculations show that a piece of cotton insulation 

one foot square by three inches thick creates approxi- 

mately 24 billion air cells. This superfluity of air cells in 

Lo-"K" insulation makes it equal to, if not superior to any 
other type insulation on the market. 

The following table of tests by recognized laboratories 

show Lo-"K" leadership in both “K” factor efficiency and 

lightness of weight. > 





Insulating Value 





Material “K" 
Authority 
factor 





J. C. Peebles 


Bureau of 
Standards 


Lo-"K" Cotton Insulating Batt j 24 
Rock Wool—Loose Fill type 27 


Chemically treated wood 
fibers between sheets of 
poper 

Gloss Wool—Loose Fill type 

Stitched & Creped Expand- 
ing Fibrous Blanket 


J. C. Peebles 
J. C. Peebles 


J. C. Peebles 




















“"K" factor means the amount of heat expressed in British Thermal 
units transmitted in 1 hour through 1 sq. ft. of a homogenous 
material | in. thick for a difference in temperature of one degree 
Fahrenheit between the two surfaces of the material. The lower 
the factor, the better the insulation. The values in above tables 
taken from the Guide of the American Society of Heating & 
Ventilating Engineers. 
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When you sell Lo-“*K’’ Cotton Insulation you 
offer your customers the greatest dollar-for-- 
dollar value in good insulating performance, 
economy and lasting satisfaction. Check these 
plus features of Lo-‘‘K’’. They can mean easier 
selling, more sales and bigger profit for you. 


@ lo-"K" insulates from 4% to 36% more 
efficiently. 
Lightest weight insulation on the market... 
easier and faster to install. 
Saves up to 40% in installation costs. 
Flameproofed to rigid government regula- 
tions. 
Will not sag or settle. Stays in place perma- 
nently. 
Resists moisture, vermin, mildew and rot. 
Heavy, asphalt-coated Kraft paper staples 
firmly to studding or joists to form a perma- 
nent vapor barrier. 


The light weight and compressibility of Lo-‘‘K”’ 
make for easy handling and storage in dealer’s 
warehouse. 

Lo-"'K" Insulation is available in open and closed 
blanket type with aluminum foil backing... or 
open and closed blanket type with asphalt-coated 
Kraft paper backing. 


INSULATION DIVISION 


' LOCKPORT COTTON BATTING CO. 


#8 


Established 1870 


New York Office: 1407 Broadway 


. . « Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





Lockport, N.Y. 





ONE DEALER’S 
OPINION 


C. E. Lawrence, right, is man- 
ager of the Overland Park 
branch of the Hodges Brothers 
Lumber Company in Kansas. 
He owned and managed his 
own lumber yard in New 
Mexico for six years after eight 
years’ experience in another 
firm. He is a member of the 
Johnson County Realty Board 
and the Kansas City Hoo-Hoo. 


MOST LUMBERMEN by now realize that we 
are working down the backlog of unfinished 
construction, and there will not be two-thirds 
as many new houses started in 1951 as there 
were last year. Therefore, workmen and con- 
tractors soon will be—if they are not already 
—looking for the better-paying remodeling 
and repair jobs. 

We lumbermen will have to look to re- 
modeling and repair jobs, too, if we expect to 
maintain a profitable volume of business. 

To figure the potential value of this busi- 
ness in material sales, just multiply the popu- 
lation of your trade area by $50.00. I’m sure 
this total will surprise you! And yet the ag- 
gressive dealer who seeks this business with 
a definite budget plan will reap big profits. 

Because of local conditions our firm does no 
contracting. We know that the contractors 
and building tradesmen have been the “life 
blood” of our business, so we cooperate with 
them on little jobs and big ones. 

The first step in putting the Budget Plan to 
work is to line up with a finance company or 
bank to finance repair and remodeling jobs. 

The next thing to do is to introduce this 
plan to the local building industry. Try a 
buffet luncheon in your office or warehouse, 
and invite the carpenters, painters, electri- 
cians, plumbers, contractors. After lunch, ex- 
plain to them the Budget Plan and how they 
‘an bring or send their prospects to you for 
consultation and completion of necessary ap- 
plication papers. 

The men that you have fed and informed 
will become unpaid salesmen for you—and 
you, in turn, salesmen for them! 

The next step is to inform prospective cus- 
tomers that you have a Budget Plan for home 
improvements and repairs, whereby they can 
finance both the labor and materials to repair 
or remodel their home. 

The average customer prefers to deal with 
his local lumber dealer. But, if he can’t get 
the new roof or re-siding job from the dealer, 
he will sign up with the first “big city” ap- 
plicator that comes along. 

We offer the same kind of service to our 
customers—at good profits. But do you, Mr. 
Dealer? 








iS TRE 
PERFECT 
SASH BALANCE .”& 
for double hung windows % 


Perfect balance is vital to 
the tight-wire artist—her 
success depends on it! Like- 
wise, the successful per- 
formance of double hung 

indows depends on the 


or lower Wnoothly and 
easily. UNIQ@E Sash Bal- 
ances assure thiWkind of 
performance. Mefy 
know ... architects, contrz 
tors, housing officials, and 
millwork specialists—spec- 
ify UNIQUE, the sash bal- 
ance of proven leadership 
around the globe. 


CONTROLLED TENSION... PERMANENT STRENGTH 


The UNIQUE Sash Balance is not a friction 
device, but a fool-proof counterbalance with 
controlled spring tension. It will not rust or 
corrode. Its lifting power is assured through 
permanent strength. Installation is simple... 
readjustment unnecessary ... maintenance nil. 
Write today for full details. 


the Perfect Sash Balance 


Over 100 million in use Mroughout the world 


lalate tnetealitae tated | ? -< 
} 


UNIQUE BALANCE CO., INC. 


25 Bruckner Blvd., Dept. SBS-5 ! 
New York 54, N. Y. $ 
Please send me detailed information Sd 
on Unique Balances. 

SE SD AR IDO || 

Addr 
City. 


® 1951 V. B. Co., inc. 
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(dedi..the colors your 
in Interior 
Now Colors. Plus.a great 


(Ow national advertasing “Most salable interior finish colors in years!” That’s 





the verdict of building material merchants all over 
the country on Sierra Rose and Blue-Green... 


samnpaign...make Geo oe 


bound to sell fast and in volume... for like all the 


ur »xclusive Celotex colors... they’re keyed to your 
today more than ever 0 posite preferences. 


e | Their rich and unusual beauty lifts them out of 

top profit line ° the “attic and basement” class . .. makes them suit- 
able for living rooms, dining rooms and bedrooms 

— in the finest homes. Thus Celotex Insulating Inte- 


: : \ rior Finishes open up the widest market you have 
ever had for interior finish products! You’ll sell 
more not only for remodeling . . . but for new build- 


ing as well! 

To make your selling job easier than ever, Celotex Insulating Interior 
Finishes are being pre-sold in a series of hard-hitting four-color ads 
in America’s most popular “shelter” magazines. What’s more, Celotex 
is providing everything you need to tie in and cash in... including a 
colorful consumer booklet, an eye-catching counter display, pre-tested 
newspaper ad mats, and a valuable Contractor’s Idea Booklet. Get the 
full profit story—contact your Celotex Representative today! 


Famous Celotex E-Joint 


Assures easier, snugger fit...faster, more other brand can match all their advantages. 
secure stapling or nailing. Strong and For no other is made of long, remarkably 
dust-proof. Completely conceals staples or strong Louisiana cane fibres—and pro- 
nails. tected by the exclusive (patented) Ferox® 
And remember—Celotex Insulating Inte- Process from fungus, dry rot, termites. Full 
rior Finishes build, insulate, decorate —all range of sizes in Tile Board, Finish Plank, 
at one low cost. Quick, easy to install. No Building Board, Beveled Interior Board. 


THE CELOTEX CORPORATION, 120 S. LA SALLE ST. 
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prospects want most 
Finishes 


Powerful ads like this, 
plus the famous Celotex 
name... make your 
selling job easier! 


Month after month, smashing ads like this, 
in full color, will promote Celotex Insu- 
lating Interior Finishes to millions of home 
owners in the pages of Better Homes & 
Gardens and American Home. Impressive, 
hard-selling ads in The Saturday Evening 
Post, Farm Journal and other famous na- 
tional magazines will bring the sales-mak- 
ing story to additional millions. Intensive, 
resultful national advertising like this 
builds confidence in the name Celotex ... 
pre-sells your prospects . . . makes your 
selling job easier! 


* * * 


To make more sales faster, easier..e 


FEATURE GENUINE 


CELOTEX 


O26, UY. S. PAT. OFF. 


Building Products 


CHICAGO 3, ILLINOIS 
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am 4 | 
JOBBERS Whatever you're selling—you're no 
ter than the line you're handlin 
find MURRAY the most satisfyi onstructed, the 


fastest moving line i 
line that counts. 


MURRAY 24” 
Window Fan 


Most vers#ile fan made. 
Especially f designed for 
apartmentg offices and 


smaller Momes. Light 


MURRAY 
Horizontal 


year guarantee (except for belt and moto. Sizes 24” with 4 hp. 
motor to 48" and *4 hp. 

Housing heavy-guage steel ame “‘seamless, die-formed 
tubing.” Torrington, PATE , perfectly balanced blades — 
sealed ball bearings with g@rmanent lubrication. All Murray Fans 
are fully certified. Als available in vertical mounting, hori- 
zontal — discharge package units 24’ — 48” 

A feweterritories open 
For full details, prices and literature 
Write to H.C. Biglin Company Sales Agents 


THE DEPT. B.1 


CO. of TEXAS Inc. 


SALES AGENTS 


H.C. BIGLIN co. 


77 HARRIS STNW ATLANTA GA 
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‘ \ ssociation i \irectory 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 


by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange—519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless, 
Tel. 7-3195. President: W. Thornton Estes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers—727 Pyramid Building, 
Little Rock, Ark. Secretary: E. DeMatt Henderson. Tel. 8283. 
President: £. E. Bonsteel, Harrison, Ark. 


Carolina Lumber and Building Supply Association—114 Builders 
Building, Charlotte, N. C. Secretary-Manager: £. M. Garner. 
Tel. 2-4921. President: J. C. Cauthen, Rock Hill, S. C. 


Florida Lumber and Millwork Association—2218 Edgewater 
Drive, Orlando, Fla. Secretary-Treas.: Mrs. Marie M. Bennett. 
Tel. 2-3761. President: Francis J. Igou, Orlando, Fla. 


Kentucky Retail Lumber Dealers Association—Knott Building, 
Lebanon, Ky. Secretary: Donald A. Campbell. Tel. 74. Presi- 
dent: Sam Levy, 12th at Breckinridge, Louisville 10, Ky. 


Louisiana Building Material Dealers Association—528 Florida 
Street, Baton Rouge, La. Secretary-Manager: R. Needham Ball. 
Tel. 2-4080. President: Ruford H. Smith, Lafayette, La. 


Building Material Merchants of Georgia—1925 Ponce de Leon 
Avenue, N. £., Atlanta, Ga. Counselor: Joseph G. Rowell. Tel. 
CRescent 6455. President: W. R. Bedgood, Athens, Ga. 


Lumbermen’s Association of Texas—Second National Bank Build- 
ing, Houston 2, Tex. Executive Vice-President: Gene Ebersole. 
Tel. PReston 9157. President: W. B. Milstead, Houston, Tex. 


Middle Atlantic Lumbermen's Association—1528 Walnut Street, 
Room 1123, Philadelphia 2, Pa. Executive Director: Robert A. 
Jones. Tel. PEnnypacker 5-5377. President: Claude 6G. Ryan, 
Lancaster, Pa. 


Mississippi Retail Lumber Dealers Association—650 South State 
Street, Jackson 5, Miss. Secretary-Treasurer: E. B. Lemmons. 
Tel. 3-2077. President: R. C. Stockett, Jackson, Miss. 


National Retail Lumber Dealers Association—302 Ring Building, 
18th and M Streets, N. W., Washington 6, D. C. Executive Vice- 
President: H. R. Northup. Tel. National 6757. President: 
Clyde A. Fulton, Charlotte, Mich. 


Oklahoma Lumbermen’s Association—815 Leonhardt Building, 
Oklahoma City, Okla. Industrial Manager: W. M. Morgan. Tel. 
7-0338. President: Paul Leonhard, Oklahoma City, Okla. 

Southern Sash and Door Jobbers Association—209 Sterick 


Building, Memphis 3, Tenn. Secretary-Treasurer: Clark E. 
McDonald. Tel. 8-4588. President: M. C. Davidson, Houston, Tex. 


Southern Wholesale Lumber Association—McMillan Bank Build- 
ing, Livingston, Ala. Secretary-Manager: Robert F. Darrah. Tel. 
3051. President: Arthur C. Bishop, Louisville, Ky. 
Southwestern Lumbermen’s Association—512 R. A. Long Build- 
ing, Kansas City 6, Mo. Secretary-Manager: Allan T. Flint. Tel. 
Victor 2265-6. President: C. D. Burkholder, McPherson, Kan. 
Tennessee Building Material Association—711 Broadway, N. E., 
Knoxville 17, Tenn. Secretary-Manager: R. 0. Brownlee. Tel. 
2.0185. President: Fleming Smith, Nashville, Tenn. 


Virginia Building Material Dealers Association—3303 Monument 
Avenue, Richmond 21, Va. Secretary-Manager: Harris Mitchell. 
Tel. 6-1749. President: L. R. O'Hara, Yorktown, Va. 

West Virginia Lumber and Builders Supply Dealers Association— 


P. 0. Box 1589, Fairmont, W. Va. State Secretary: Sam H. 
Diemer. Tel. 364. President: Charles Badger, Parkersburg. 
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BUILDING SUPPLIES 


Address Mall to Editorial and Business Offices 
806 Peachtree St., N.E., Atlanta 5, Ga. 
DONALD L. MOORE, Editor 
HELEN MATTHEWS, Assistant Editor 
T. W. McALLISTER, Editorial Director 
BARON CREAGER, Southwestern Editor 
1305 National City Building, Dallas 1, Tex. RAndolph 7673 


FRANK P. BELL C. M. GRAY J. A. MOODY 
Business Manager Asst. Bus. Manager Production Manager 





This Month's Main Features 


Slashes Costs by Pre-Cutting Lumber 

Why It Pays Dealers to Court Small Customer 
Sell Kitchen-type Fans All through House 

How to Lower Costs of Lift-Truck Operation 

To Sell to More Farmers Help ‘Em Build Ii! 
Advertising Do's and Don’ts for Defense Era 
Want Slips Build Up Sporting Goods Department 
Attracting Rural Customers to Supply Store 


Classified Reading Matter 


Editorial: Uncle Sam as a Money Lender 
Washington News of the Month 

Controls that May Affect Your Business 
News of the Month of the Industry 
Association Activities and Convention News 
Dealers in the News of the Month 

Product Parade of the Month 





Copyright, 1951, W. R. C. Smith Publishing Co., Atlanta, Ge. 
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NATIONAL BUSINESS PUBLICATIONS 


Published monthly and mailed without gharge to the wholesale and 


retail lumber and building material dealers in the 18 Southern and 
Southwestern states and the District of Columbia. To all others 
there is a subscription price of 25 cents per copy or $2.00 per year. 


Business Representatives 
BOSTON: J. D. Parsons, 185 Jerusalem Road, Cohasset, Mass. 
CHICAGO: Charles BE. Smith, 333 North Michigan Avenue. Tel. 
Central 6-4131. 
CLEVELAND: W. G. Sheehan, 2516 Gasser Blvd., Rocky River 
Station, Cleveland 16, Ohio. Tel. Edison 1-0856. 


GASTONIA, N. C.: W. C. Rutland, P. O. Box 102, Tel. 7995. 
LOS ANGHEES: L. B. Chappell, Auditorium Building, Tel. Michi- 
gan 


NEW YORK: Gerard Teasdale, 78 Manhattan Ave., New York 25, 
Tel. Murray Hill 2-4959. 


Published Monthly by 
W. R. C. SMITH PUBLISHING COMPANY 
Atlanta and Dalton, Georgia 


Publishers Also of 
SouTHeRN Harpwake TexTILE INDUSTRIES ELECTRICAL SovuTH 
SOUTHERN AUTOMOTIVE JOUBNAL SouTHERN Power & INDUSTRY 


Ww. J. Rooks, President; Ricnarp P. Smitu, Ezecutive Vice-Prest- 

dent; T. W. MCALLISTER, First Vice-President; E. W. O'BRIEN, 

Vice-President; A. E. C. SmitH, Vice-President ; 0. A. SHARPLESS 
Treasurer; A. F. Roserts, Secretary. 
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Building material dealers are making 
real profits by selling Hunter’s new 
Package Attic Fans. Every home build- 
er, every home owner is a prospect. 
These modern fans give efficient home 
cooling at low cost, and are being used 
in homes in all price ranges. Quiet, 
powerful and dependable. Sales-mak- 
ing displays available for dealers. 


A big reason for the popularity of § 
Hunter Package Fans is their simple 
and inexpensive installation. Fan, mo- 
tor and suction box are all in one unit 
that requires only a ceiling opening in 
hallway and less than 18” clearance in 
the attic. Four models, from 4750 
CFM to 9500 CFM—ratings certified. 


MAIL FOR CATALOG 


SOUTHERN BUILDING SUPPLIES 








Now! Make big extra profits on 


Gold Bond COLOR TEXTURE! 


with 








HAT’s new about Gold Bond Color Texture? PLENTY! 
\ \ Now it comes in eight brand-new colors (and white) 
proved most attractive to women by the famed Rahr Color 
Clinic. And National Gypsum is backing it with strong 
advertising — telling millions of prospects how easy it is to 
apply over wallboard, plaster, and other surfaces... how 
it gives magic new beauty to drab rooms. You're sure to 


have calls for Gold Bond Color Texture, so have your Gold 





Bond salesman show you the new colors right away! 








You'll build or 


NATIONAL GYPSUM COMPANY 
remodel better with 


BUFFALO 2, NEW YORK 


Fireproof Wallboards, Decorative Insulation Boards, Lath, Plaster, Gold Bond 


Lime, Sheathing, Wall Paint, Textures, Rock Wool Insulation, Metal 
Lath and Sound Control Products. 
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UNCLE SAM AS A MONEY LENDER 





IHOUGH we are not traveling the same 

road to socialism as Britain, our desti- 
nation may be the same. 

Britain’s labor government is openly 
socialistic. So it has proceeded openly in 
the nationalization of such basic industries 
as transportation, coal, gas, electricity and 
steel. If it follows the logical pattern, most 
citizens ultimately will become employees 
of the state; it will differ little from com- 
munism. 

In this country we are more likely to 
get socialism by default—but if present 
trends continue, the results will be the 
same. 

Here, government’s ventures in social- 
ism often are advocated—or defended—as 
emergency measures, or as the necessary 
extension of certain essential services to its 
citizens which private business is either 
unable or unwilling to render. 

But after government gets its big foot 
in the door, it is not likely to be thrown 
out—even after the emergency is over. 

When government started in the elec- 
tric power production business, it was 
under the guise of flood control. But now 
the production of electric power has be- 
come a primary aim—with the result that 
generating capacity of public power agen- 
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cies is now equal to 25% of total private 
capacity. 

A convincing example of what is likely to hap- 
pen when government takes over the functions of 
a banker—or a manufacturer or a merchant—is 
found in the sordid record of the Reconstruction 
Finance Corporation, as it has been revealed by 
the Fulbright Committee. 

The RFC was set up in 1932 as a temporary 
emergency organization, limited by law to one 
year’s operation. But it was continued after the 
emergency was over. Its original able manage- 
ment was succeeded by political appointees. Its 
original functions of warding off bankruptcy for 
railroads and financial institutions, during a period 
of financial panic, was broadened to making rou- 
tine loans to business and industry—even such 
businesses as rattlesnake farms and resort hotels. 
Then, as a matter of course, political influence 
came into the picture. 

The story as it was revealed in committee hear- 
ings is now a familiar one: Free vacations for an 
RFC examiner and for influential political figures, 
at a swank resort hotel which obtained a large 


RFC loan; huge fees for influence in obtaining 
RFC funds: a $9,000 mink coat from a New York 
furrier seeking a loan; RFC officials moving into 
high-salaried positions with companies bailed out 
by the RFC. 

But, after all, it is not the malodorous record 
of individual RFC transactions which is of im- 
portance, so much as it is the principle involved. 

Why should government be in the business of 
lending operating capital to business and industry 
generally? Why should it compete in this way with 
banks and other private lending institutions? Why 
is it desirable for government to subsidize or bail 
out businesses which are dangerous credit risks? 

It is the principle involved which prompted 
Jesse Jones, former RFC head, to recommend “a 
decent burial” for the organization. “Government 
lending in competition with private business is not 
a proper function under our private enterprise 
system,” he said. 

Whatever happens to the RFC, Uncle Sam 
should get out of the private banking business. 


(Concluding a special series of editorials dealing with Socialistic trends) 
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moves into 
a new home 


Associated Plywood Mills, Inc. 


bb RM ea SMB en an cS PY ape 


serves the Southeast from 
Charlotte Sales Warehouse 


a casbrtting 


ee 


l. is with pleasure that we announce an 


expansion of service with the opening of our Sales Ware- 
vr cs house located at 1026 Jay Street, Charlotte. 
Manager, APMI Charlotte With these modern facilities we offer a dependable 
eee source of wholesale supply to building materials dealers 
and manufacturers, of excellent interior and exterior 
plywood, made by one of the industry’s oldest and 
largest firms. 

Joe Gall, APMI branch manager, would be most happy 
to welcome visitors and to be given the opportunity of 

serving the wholesale trade in the area. 


ASSOCIATED PLYWOOD MILLS, Inc. 


General Offices: Eugene, Oregon 
PLYWOOD MILLS at Eugene and Willamina, Oregon 
BRANCH SALES WAREHOUSES at Charlotte, St. Louis, 


Dallas, Houston, San Francisco 
Py 
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Above, H. R. Paine, Jr., left, 
manager of the Lashlee Rich 
Lumber Company’s construc- 
tion department, goes over a 
set of house plans with Gen- 
eral Manager T. O. Lashlee. 
Paine makes itemized cost esti- 
mates and plans pre-cutting of 
framing lumber for each job. 
At right, the experienced cutter 
and his assistant pre-cut fram- 
ing lumber with radial saw. 


Contracting dealer 


slashes costs by 





























WORRYING about rising con- 
struction costs and fair profit? 

A lumber dealer-builder promi- 
nent in west Tennessee has cut out 
most of his worrying by pre-cut- 
ting lumber for residential, com- 
mercial, and industrial building— 
for use by his own construction 
crews and also those of contract- 
ing customers! 

This is not quite as simple as it 
sounds, but it’s practical. It has 
been tested in the construction of 
several hundred houses and other 
buildings. And the company and 
its customers are thoroughly sold 
on the many cost-saving features. 

Here’s how H. R. Paine, Jr., in 
charge of the construction depart- 
ment of Lashlee Rich Lumber 
Company in Humboldt, Tennessee, 
explains the pre-cutting of lum- 
ber. He inaugurated the system 


for the company during the war 
housing construction boom, after 
observing Army use of pre-cut 
lumber for overseas projects. 

“‘We know other companies that 
pre-cut lumber for construction 
jobs, but we believe our system is 
different. We carry pre-cutting 
farther along in actual construc- 
tion, and we use it on individual, 
custom-planned houses as well as 
large low-cost housing projects. 

“We believe it pays to pre-cut 
lumber for any type house to be 
built. We use the system some on 
commercial and industrial proj- 
ects. We have found that it is 
possible to save as much as 200 
man-hours in house framing work, 
and also to save considerable in 
materials. 

“The savings in materials more 
than offset the cost of drawing up 
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By DICK LANE 


the plans for pre-cutting. We use 
our pre-cutting system for the 
fastest part of construction— 
floor, wall, ceiling, and roof fram- 
ing. 
“It takes about 24 hours to lay 
out the framing assembly plans 
for floors, walls, ceiling, and roof, 
and to prepare the cutting and 
material lists. I have been drafting 
it all myself, but am now training 
a capable assistant. 

“An experienced construction 
man who knows the importance of 
accuracy can draw the plans, No 
special or high-priced equipment 
is needed for pre-cutting. No high- 
ly specialized man is required. 

“It’s principally a matter of 
checking every piece of lumber 
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carefully, because an error can 
easily be carried all the way 
through the plans. Accuracy can’t 
be stressed too much. We cut each 
piece of lumber to 1/16 of an inch. 
Our mistakes run about 1/50 of 1 
per cent of materials used. 

“We cut our lumber in our shed 
and label, with crayon, each piece 
with a symbol. These symbols are 
the same throughout all sizes of 
houses. 

By always using the same sym- 
bols on different houses, the con- 
struction crews soon become 
familiar with them, Incidentally, 
we are compiling a guide book, 
which includes a pattern for every 
pitch of roof customarily used. 
Many plans are re-usable, This is 
particularly true of doors and 
window openings.” 

In regard to savings in labor, 
Paine explains that “we use two 
skilled men and two helpers to as- 
semble a house with this system. 
After the crew becomes familiar 
with the system, a house actually 
could be assembled with one 


skilled man and unskilled helpers. 

“The men on the job—especial- 
ly the field supervisor—have to be 
shown how to use the system the 
first time. It’s not all peaches and 
cream by any means. But the men. 
catch on quickly. Each job is easier 


and faster. 


In addition to commercial, 
industrial, and _ residential 
construction, the Lashlee 
Rich Lumber Company in 
Humboldt also build higher 
quality, individually de- 
signed homes. The knotty 
pine kitchen seen above was 
built into such a residence. 
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“For a $25,000 Dutch Colonial 
house we recently built, it took 32 
hours to get the plans ready. The 
house was a_ two-story, with 
dormers, and 2,200 feet of floor 
space. 

“We saved a net of 200 man- 
hours on actual construction, over 
the 32 hours’ work I did on the 
plans.” 

Most of the pre-cut lumber is 
assembled on the job, Paine ex- 
plains. “However, we could do 
more of it in our cutting shop in 
cases where we had a number of 
houses just alike. Incidentally, we 
have one experienced cutter and 
two unskilled helpers in our shop. 
“We don’t pre-cut sub-flooring, 


The combination radio station, 
grill, and office, above, of the 
Humboldt Motel in that west 
Tennessee city was constructed 
by the Lashlee Rich Lumber Com- 
pany. The interior plywood panel- 
ing of the grill is acclaimed by 
authorities as one of the neatest 
jobs anywhere! By pre-cutting the 
framing lumber for modern 
homes like those seen below, this 
contracting firm reduces both 
labor costs and lumber waste. 
Lashlee Rich not only use pre-cut 
lumber in their jobs; they sell it 
to other contractors, to help cut 
their costs. 


roof decking, or sheathing. But it 
could be done and we would do it 
where we had a large number of 
houses of the same design. 

“All plans are drawn from un- 
finished stud walls. This makes 
the building easier to lay out and 
helps measurably in assembly 
drawing. It also eliminates much 
chance for error on the job. 

“We don’t always use our pre- 
cut system, but we are trying to 


(See PRE-CUT LUMBER page 68) 





Why it pays dealers to 
COURT SMALL CUSTOMERS 


IS THE SMALL, occasional cus- 
tomer worth bothering with—in a 
retail lumber and building ma- 
terials yard? 

Decidedly yes, in the opinion of 
a good many dealers, especially if 
you believe that maintaining good 
Public Relations is an important 
means of increasing profits and 
protecting the future welfare of 
your business. 

Some dealers say that 25 per 
cent of their volume comes from 
sales to these small buyers—home 
owners, farmers, and others who 
drop in several times a year to 
spend a few dollars. 

Many dealers find their small 
sales so profitable that they are 
spending large sums of money to 
improve their stores and display 
rooms. Others have made consid- 
erable investments in new display 








Reasons why it pays building material dealers to be con- 
siderate of small, incidental customers are detailed and 
explained in the third supplement to the “Public Relations 
Guide,” published by the National Retail Lumber Dealers 
Association for its members. 
supplement, entitled “The Small Customer and Your 
Public Relations,” is printed below for all SBS readers. 


The text of this timely 








windows in order to attract pass- 
ers-by and create impulse sales. 

Having made these investments, 
they naturally make every effort 
to please the customers who re- 
spond, regardless of the size of 
their immediate purchases, 

The small customer is warmly 
welcomed in some yards; but in 
others he is regarded as something 
of a nuisance, especially at times 


when the supply of some materials 
is short and there is pressure to 
give the breaks to large, estab- 
lished customers. 

Dealers in the latter group ex- 
plain that the man or woman who 
comes in for a couple of 2x4’s or a 
sheet of plywood often takes up 
almost as much time as one who 
orders a complete bill of materials 
for a whole house. 

But those dealers who welcome 
the small customer insist that it is 
good business to do so, because it 
means extra volume and improves 
their Public Relations at the same 
time. And since good Public Re- 
lations means more sales and more 
profits in the long run, these deal- 
ers go out of their way to be help- 
ful when a customer comes in for 
a small purchase. 

Looking at the question from 
the other side, there can be no 
doubt that it hurts a dealer’s busi- 
ness—and hurts the standing of 
the whole industry—if too many 
disgruntled customers go around 
town saying that such-and-such a 
yard is a disagreeable place at 
which to trade, merely because of 
a few unfortunate experiences. 

Talk like that can have a harm- 
ful effect on big buyers, also, if 
they hear it too often. 

During and after World War II, 
thousands of retail establishments 
in all lines of business antagonized 
customers needlessly by displaying 
an indifferent or annoyed attitude 
when buyers asked for material 
that was not available or when 
they complained about prices or 
quality. “Don’t you know there’s a 
war on?’ was a commonly heard 
remark in many stores where no 
thought was given to Public Re- 
lations. 

There is good evidence that lit- 


(See SMALL CUSTOMERS page 74) 
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Kitehen-type ventilating 
fans may be profitably soid 


ALL THROUGH 
THE HOUSE ¢ 


No. 2—SELLING 
ELECTRIC FANS 


BECAUSE it has come to be 
recognized as an _ essential for 
every modern home, the kitchen- 
ventilator-type of electric fan is 
another source of excellent fan 
profits. 

The greatest sale and use of 
these compact, self-contained 
units, of course, is for dispelling 
heat and odors in kitchens. But 
they serve equally well in several 
other ventilating jobs throughout 
the home. 

Enterprising salesmanship can 
sell two or more for use in most 
homes. They obviously do not re- 
place, or are not replaced by, 
night-cooling attic fans. The use of 
either of these fans points up the 
desirability for the addition of the 
other; makes the home-owner more 
“comfort conscious,” and results 


in added business and profits from 
the single source. 

Ventilating fans can be readily 
tied in with other sales. Orders for 
materials for basement recreation 
rooms and the sale of laundry 
equipment, bathroom fixtures, 
kitchens, etc., signal the possible 
added profits of ventilator fans. If 
they are installed at the time of 
construction or remodeling, the 
cost of installation is slight. 

Kitchens should be ventilated by 
a separate system to prevent the 
spread of kitchen odors and to 
keep the walls, draperies, and 
furnishings throughout the entire 
house from being soiled by a 
greasy film. 

U. S. Testing Laboratories state 


that during a year of cooking for 
the average family, 400 pounds of 
grease and grime are given off! A 
kitchen ventilator fan exhausts 
this greasy air at its source, saving 
many dollars in cleaning bills— 
and many hours of household 
work. 

The fan also adds to the com- 
fort of the occupants by elimi- 
nating kitchen heat and prevent- 
ing the spread of cooking odors. 
The compactness of apartments 
and modern homes makes the pre- 
caution of a kitchen ventilator a 
“must.” 

Kitchen fans also do much to 
prevent the spreading of moisture, 
thus preventing wall, ceiling, and 
roof deterioration caused by 
fungus on damp surfaces. 

The fan should be in use when 
cooking is in progress during both 
summer and winter. 


(See KITCHEN FANS page 66) 


More and more families are 
equipping their homes with 
ventilator fans to dispel heat 
and odors in their kitchens, as 
pictured above. Modern fami- 
lies also are using these com- 
pact, efficient exhaust fans to 
push stale, moist air out of 
basement recreation rooms (as 
shown at left), basement laun- 
dry rooms, bathrooms, and 
elsewhere. Aggressive dealers 
make good profits by selling 
one or more to each home buy- 
er or modernizer! Photo cour- 
tesy of the American Blower 
Corporation, 


SOUTHERN BUILDING SUPPLIES for MAY, 195! 





Fourteen ways to lower costs of 


LIFT-TRUCK OPERATION 


By CHARLES GREENER 


General Service Manager of the Automatic 


Transportation Company, truck manufacturers 


PLANNED preventive mainte- 
nance assures reduced _ service 
budgets, longer truck life, and less 
“down” time while trucks under- 
go repairs. 

Whether your firm owns and 
operates one lift truck or a large 
fleet, you will find it possible to 
lower operating costs by following 
these 14 tested operating tech- 
niques: 

1. Loads should suit the truck. 
Teach your operators that truck 
capacity varies with load length, 
and that continual overloading 
causes serious breakdowns and 
plays havoc with tire bills. Use 
trucks with adequate reserve ca- 
pacity. 

2. Keep floors clean and in good 
condition. Bad surfaces cause 
damaging strains and shocks, and 
again your tires suffer unneces- 
sarily. 

3. Replace tires when they de- 
velop flat spots or when big 
chunks of rubber are gouged out. 
Stretching tire use damages the 
truck, costs you far more in re- 
pairs than you think you are sav- 
ing, and is bad for driver health 
and efficiency. 

4. Let the right man—the 
mechanic—do repair work, When 
something goes wrong, have your 
operator call the mechanic, and 
don’t let him have the truck 
pushed or towed without the 
mechanic’s orders, 


Modern lift trucks—electric or 
gas powered—are tough and 
efficient. But they require peri- 
odic lubrication and preven- 
tive maintenance just as auto- 
mobiles and delivery trucks do. 
Any dealer who owns such 
mechanized equipment will 
find help in this article by an 
experienced service engineer. 


5. Your operators should be 
trained thoroughly in proper use 
of equipment assigned to them. 
Whenever possible each man 
should work permanently with the 
same truck, 

6. When you get a new truck, be 
sure to obtain full information 
about it. Have the manufacturer’s 
service representative demonstrate 
it for your operators. He should 
advise your maintenance force, ex- 
plain spare parts needs, and make 
sure no damage was incurred in 
shipment. 

7. Your mechanical maintenance 
program, whether large or small, 
should follow a regular schedule. 
Use a series of mechanical work- 
sheets or tags prescribing services 
to be performed, 

Keep a fleet maintenance record 
to learn the life expectancy of im- 
portant units of the truck. This 
enables you to make necessary 
changes in advance to avoid com- 


ss 
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plete breakdown, preventing loss 
of operating time. 

8. Trucks need a monthly lubri- 
cation and mechanical check, 
usually requiring about an hour 
and a half, which should follow re- 
moval of dirt and grit from the 
undercarriage. 

Fleet operation calls for a clean- 
ing rack in a small room or en- 
closed area. A weak alkaline solu- 
tion applied under steam pres- 
sure does a good cleaning job, and 
compressed air is best for drying. 

After the mechanical check, 
lubricate the truck. Make a large 
blow-up of the manufacturer’s 
lubrication chart so your mainte- 
nance men can follow it easily. 
During the check, put the truck 
through its paces thoroughly in all 
speeds, and with a normal load. 

9. Semi-annual mechanical 
checks and lubrication are more 
extensive, Included are cleaning 
and repacking wheel bearings, 
changing drive axle grease or oil, 
and any other services not assigned 
to the short-term check-ups. 

10. Electrical checks should be 
conducted on a weekly, monthly, 
and semi-annual basis. The weekly 
check includes tightening loose 

(See TRUCK OPERATION page 64) 








To sell to more farmers — 


BUILD IT 


HELP °’EM 


SPECIAL help to farmers with all 
phases of construction has _in- 
creased the sales volume of lumber 
and building supplies by 30 per 
cent at the Chapin Lumber Com- 
pany in Gaithersburg, Maryland. 

This company is prepared to 
sketch plans of residences, barns, 
sewage drainfields, and estimate 
the materials and cost. Then its 
personnel go a step further and 
teach the farmer how to lay out 
the work and follow each step of 
construction procedure—from the 
footing to the hardware on the 
door. 

To help farmers with such 
building problems, the firm em- 
ployed R. M. Smith, a former com- 
mercial carpenter who has com- 


R. M. Smith, of the Chapin Lum- 
ber Company, Gaithersburg, Md., 
is an expert at laying out drain- 
fields, frequently a problem with 
local farmers At right he explains 
some points in planning one to 
two customers. Above, Smith 
helps select materials for a two- 
room house addition that he 
a nag for the customer, who 
ooks at some required lumber. 


skill 
esti- 


bined the building trade's 
with years of selling and 
mating experience. 

“Most farmers know how to 
handle tools and do their own con- 
struction around the farm,” com- 
mented Smith, “but they usually 
do not have a plan. They have a 
rough idea of what they want and 
what they can afford to spend. 
They come to us asking for cinder 
blocks or lumber, or perhaps 
stripping for a house or barn they 
are putting up. From there we 
start working together.” 

It is at this point that Smith’s 
assistance is usually most ap- 
preciated. Sitting down with the 
farmer, pencil in hand, he learns 
just what the farmer has in mind. 


One farmer, for example, 
dropped in one morning for some 
cinder blocks and lumber. He 
wanted to build an additional 
small two-room house on his land. 
He had no plan. Smith advised 
him to return home, figure out ap- 
proximate dimensions and_ the 
kind of house he wanted. Then 
they plotted the house together. 

Recently another man from a 
nearby town asked Smith’s as- 
sistance. He wanted to convert his 
one-family house into a two-apart- 
ment residence with the needed 
facilities both upstairs and down- 
stairs. 

He planned to do all the labor 
himself and wanted Smith to help 
him plan the procedure of work. 
Smith agreed to visit the residence 
to determine with the customer 
how the living room would be cut 
down to make space for a_ bed- 
room, where the new bathroom 
would have to be placed; to work 
out—on paper—a _ separate en- 
trance for the upstairs apartment, 
and many other features that the 
customer had in mind. This would 
all be done before the customer 
purchased even one furring strip. 

Smith previously had helped 
this customer plan and build rab- 
bit hutches on an extensive scale. 
Any long investment of time on 
house remodeling would result in 
substantial purchases, Smith knew 
from experience. 

However, even where the proj- 
ect is of future or dubious under- 
taking, or where there is no more 
than a small repair involving a 
purchase of only a few dollars, the 
Chapin Lumber Company does not 
hesitate to “lend’’ Smith to help. 

(See HELP ’EM BUILD page 67) 





ADVERTISING DO’S and DON’TS 


This new decalog of recom- 
mended procedures for admen to 
follow during the period “in which 
one customer—Mars—is taking so 
much of the available supply” was 
voiced by S. R. Bernstein, editor of 
ADVERTISING AGE, at a meeting 
of the Montreal Advertising Club 
March 21. To keep advertising 
clean and sharp in the “interim” 
period, he suggested: 


1. Do use advertising to make a 
sale, 

Even if you have no goods to 
sell, you can still set up a specific 
selling target for every bit of ad- 
vertising you run. It can help you 
explain shortages, keep you in the 
good graces of your dealers, help 
your salesmen, aid in worth-while 
morale and public service projects. 

2. Don't run advertising to “keep 
your name before the public.” 

This is merely a euphonious way 
to say that you are advertising 
without any real purpose or 
thought. If you can’t nail down a 
more specific objective than “keep- 
ing your name before the public,” 
you would probably be better off 
not to run the advertising at all. 

3. Do your advertising as care- 
fully and as intelligently as you 
can, 

Keep your standards of media 
selection high, and make your 
purchases of advertising space and 
time and services as carefully as 
you can. If nothing else, this will 
keep you sharp and alert in this 
area; and you are going to have to 
be sharper and more alert than 
ever before when you are pushing 
hard for orders again. 

4, Don't buy advertising merely 
because the tax laws or your profit 
picture make it “cheap.” 

Don’t even think about adver- 
tising in this way, Advertising is 
much too important a_ business 
mechanism, and will be too vital a 
sales tool in the future, to be de- 
preciated by being bought—or sold 
—as a “bargain basement” item. 

5. Do tell your employees, your 
stockholders, your dealers and dis- 
tributors, and the public what you 
are doing—and why. 

They have an interest in your 
activities, they have a right to 


during Mobilization 


By S. R. BERNSTEIN 
Editor, Advertising Age 


know, and it is good business for 
you to tell them. 

6. Don’t brag or be boastful. 

Don’t tell how your factory is 
winning the cold war all by itself; 
give the other people, including 
the fellows in the training camps 
and on the firing lines, a little 
credit. Don’t wrap yourself in the 
flag and deliver Fourth of July or 
Dominion Day speeches that have 
a hollow ring. 

7. Do support worth-while gov- 
ernmental projects, morale-build- 
ing movements, and civic and 
philanthropic causes. 

Be a good citizen in your adver- 
tising, as well as in every other 
way, 

8. Don’t fail, whenever possible, 
to make even this public service 
advertising do a selling job for you. 


Don’t just “give your advertising 
away’’—not even to the govern- 
ment. You can accomplish the de- 
sired public service objective and 
at the same time help yourself and 
your business; and there is no 
reason why you shouldn’t. The 
government will undoubtedly need 
strong, efficient, well-liked busi- 
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nesses as Much as anything else in 
the days to come. 

9. Do find time to prepare and 
plan for those hard-selling days 
that you know are coming. 

Remember, no matter how im- 
portant and helpful your adver- 
tising may be when you have no 
goods to sell, it is still going to be 
far more important when you are 
expected to come back with orders. 
Study your past selling and ad- 
vertising experience; plan for the 
future; make sure that you are not 
only ready to do a real selling job 
again, but able to do a better, more 
effective job than you have ever 
done before 

10. Don’t do anything that could 
in any way injure the believability 
in, and the effectiveness of all 
advertising. 

Don’t offend on the score of de- 
ception, or bad taste, Remember 
that the job ahead is going to be 
so tough that it will require not 
only high skill and high intelli- 
gence, but a “favorable climate” 
for advertising—a climate in which 
government and the public will 
have confidence in the value of 
advertising, belief in the integrity 
of advertisers, and a sure knowl- 
edge of advertising’s real function 
in keeping the economy moving at 
a high level 


Prefer Sliding Doors 


A recent survey among home- 
owners and prospective home- 
owners, conducted by Ponderosa 
Pine Woodwork, showed that over 
68 per cent prefer sliding doors. 

For specific uses, clothes closets 
were mentioned by 86 per cent and 
linen closets by 40 per cent as 
places where owners definitely 
wanted sliding doors. 

Twenty-eight per cent wanted 
sliding partitions between kitchen 
and dining room. Other uses men- 
tioned were closures for bedroom, 
bathroom, and pantry entrances. 
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about 45 per cent of the 
items carried in the 
sporting goods depart- 
ment of the Gray Lum- 
ber and Supply Company 
were prompted by “want 
slips.” Such slips are 
filled out by the sales- 
men when customers re- 
quest an item not in 
stock. This has resulted 
in stocking merchandise 
that is profitably and 
quickly turned over. Man- 
ager Donald Wasson, at 
right, gives a customer 
the selling points of one 
of many guns stocked. 


WANT SLIPS 


build up Sporting Goods department 


WHEN the manager of the Gray 
Lumber and Supply Company in 
Panama City, Fla., decided to open 
a sporting goods department about 
two years ago, the stock was se- 
lected mostly according to his own 
fishing and camping experience. 

Instead of following the fre- 
quently-used “hit or miss” system 
of testing the popularity of various 
sporting items, Donald Wasson 
cautiously felt his way with “want 
slips.” And about 45 per cent of 
the items in the store’s large reg- 
ular stock of sporting goods was 
first bought as a result of such a 
slip showing a specific customer's 
want. 

“We have added a dozen types 
of reels, more than 50 varieties of 
artificial baits, fishing lines, and 
many other items on the strength 
of such requests,’ Wasson says. 

Perhaps the most remarkable 
point about the Gray firm’s sport- 


Since installation of the riser 
shelf, at right, paint accessory 
sales have jumped 400 per cent. 
Placed over paint-display count- 
ers, the shelf is 18 feet long, 12 
inches wide, and rises to about 
the eye level of the customers 
looking at paints. 


ing goods department is that turn- 
over is so well balanced on every 
item stocked, Wasson and his part- 
ners, Leonard and David Gray, 
point out that the ‘“‘want slip” 
tem is responsible for this, too. 
Stacks of these “want slips” are 
distributed throughout the depart- 
ment for the salesmen’s conven- 
ience. Whenever a customer re- 
quests an item the store does not 
have, the salesman makes a nota- 
tion of it immediately and slips it 
into a box by the cash register. 
At the end of the week, all slips 
are tabulated. Items that are re- 
quested most consistently are or- 
dered for a trial period of 30 days. 


sys- 


If they sell well, each then be- 
comes a permanent inventory item. 

“We vividly impress on every 
salesperson that he must make out 
a want slip whenever we can not 
immediately satisfy a customer's 
wishes,” Wasson says. ‘We also 
emphasize the importance of mak- 
ing every effort to get merchandise 
to the customer, even if it means 
a special delivery many miles 
away. This leads to a reputation 
for efficiency and complete stock, 
and keeps us popular with custom- 
ers.” 

To help his department compete 
with other sporting goods outlets, 

(See WANT SLIPS page 78) 
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This craftsman recreates in miniature 


HISTORIC HOMES 


By ROSS HOLMAN 


NOT LONG AGO Fred Hutton 
was showing a lady several photo- 
graphs of some of the country’s 
most historic buildings. There was 
Mt. Vernon, “My Old Kentucky 
Home,” a home once occupied by 
General Grant, and many more. 
He told her how he had developed 
a hobby of re-creating these 
famous structures in miniature 
scale models in a shop near his 
home at Nashville, Tennessee. 

As the lady flicked through the 
photographs she paused at one of 
Andrew Jackson’s Hermitage and 
said, “When you learn how to 
build a miniature model that looks 
as much like the Hermitage as this 
photograph that you took of it, you 
will really have arrived.” 

“Well, it so happens,” replied 
Hutton, “that this photograph is 
not a picture of the original 
Hermitage itself, It is a picture of 
a model reproduction of that home 
which I have just finished in my 
shop.” 

The lady couldn’t believe her 
eyes. No artist this side of Phidias 
could make a reproduction that 
looked so realistic, she thought. 

But that is the kind of perfec- 
tionist Fred Hutton is. Every de- 
tail of each model has to duplicate 
the originai in an almost exact 
similarity—even down to the lap 
and texture of the shingles on the 
roof! In his shop are scale models 
of ante-bellum and colonial homes 


that date almost back to the time 
Columbus discovered America. 

What started out to be a hobby 
for Fred Hutton years ago has 
turned into a fascinating com- 
mercial enterprise. 

His original intention 
reproduce every style of archi- 
tecture of every period of this 
country’s history. Since each sec- 
tion of the country had architec- 
tural designs different from other 
sections, he planned to reproduce 
at least three historic structures of 
each state in the union. But since 
his hobby has grown into a com- 
mercial enterprise, he has to con- 
form to the demands of his clients 
and sidetrack his original plans for 
the moment. 

Hutton is getting orders for 
these models from all over the 
country. It is now his only source 
of income and the activity by 
which he butters his biscuits. 


was to 


Fred Hutton with pocket knife 
above adds a finishing touch 
to his miniature model of “My 
Old Kentucky Home,” Bards- 
town, Ky., mansion which 
Stephen Foster, the author of 
that song, visited. Below is 
Hutton’s realistic reproduction 
of the Uncle Sam plantation in 
St. James Parish, La., which 
was built on the banks of the 
Mississippi river and was razed 
in 1940. The buildings include 
the manor house, flanking 
bachelor cottages, office, kitch- 
en, and pigeon houses in rear. 


Historic societies are a good 
market, Right now he is tied up 
building models for the Tennessee 
Historical Commission and for the 
Children’s Museum at Nashville. 

The National Council of 
Churches of Christ in America 
gave him an order for three build- 
ings the tie-in be- 

(See HISTORIC HOMES page 76) 


symbolizing 








ATTRACTING RURAL CUSTOMERS 


to a city building materials store 


With displays of 
creosoted posts 
and other fenc- 
ing materials in 
front of the 
store—plus free 
furnishings of 
equipment to put 
up a fence—the 
Kraftco Building 
Supplies Com- 
pany has drawn 
much _ business 
from local farm- 
ers in Little 
Rock, Ark. 


FARMERS around Little Rock, 
Ark., know that they not only can 
get the fence materials they need 
at the Kraftco Building Supplies 
Company—but that they can bor- 
row without charge such equip- 
ment as post-hole diggers, wire 
stretchers, and post drivers to in- 
stall the fence! 

So popular has fencing become 
as a traffic builder that, during 
spring and summer, special dis- 
plays of fence posts are used at the 
front of the building. Creosote- 
treated wood fence posts, sold at 
50 cents each, are moved out by 
the thousands. 

Since Garner H. Smith com- 
pleted his new building and put in- 
to use some of his original ideas 
for successful operation a little 
more than a year ago, he has al- 
ready found it necessary to nearly 


iLL WORK 


double display space by building a 


“new addition. 


Another special service ex- 
tended to all customers who buy 
their lumber and other materials 
here is the free use of tools in- 
stalled in the company’s special 
workshop for that purpose. Three 
portable electric saws, that cost 
the company $135 each, have been 
made available to customers. 

Farmers are the preferred group 
of customers at Kraftco, 

For this reason, the new firm 
was located on a scenic highway 
out of Little Rock. This highway 
leads into one of the richest dairy- 
ing sections of the state and is 
traversed by prosperous farmers 
who continually improve their 
homes and farm buildings. 

The new Kraftco store is a long, 
all-glass-front building at 6711 


we KRAFICO 
yas 


Cantrell Road. Bright signs on the 
front and two sides—and the 
glass front with attractive dis- 
plays—catch the eye of passing 
motorists. 

The sheds behind the display 
building are stocked with carloads 
of lumber, millwork, roofing, and 
other supplies. Here, also, is the 
special workshop for customers. 

Manager Ira A. Friddle said that 
the company’s owner believes the 
lumber store is a logical retail 
sales outlet for many furniture 





and household items. One of the 
most attractive spots in the store is 
the display of dinette sets in a 
corner by the glass front. Here 
also is the “lighting center,” a dis- 
play of ceiling fixtures. 

This section of the store was 
added after several months of op- 
eration had proved the value of 
more space for displaying a wider 
variety of traffic builders. The 
original section contains hardware 
items, 

This new section provides a bet- 
ter opportunity to display paints 
on waist-high fixtures on the floor 
as well as on wall shelves. 

The new part of the store also 
is used to display a model kitchen 
and electrical appliances. 

“The variety of items we sell in 
the store is the main reason we 
doubled our selling space after 
less than a year of operation,” re- 
called Friddle. “Today we are do- 
ing about five times more volume 
than when we started.” 

Friddle explained that the store 
is open at unusual hours to ac- 
commodate farmers. The _ store 
opens at 7 a. m. and closes at 9 p. 
m. After dusk the glass front is 
lighted up to show everything on 
display. Many a farmer, on his way 
home, is lured to stop. 

The 250 approved charge ac- 
counts that are active every month 


This paint customer enjoyed free 
use of tools in the Kraftco Build- 
ing Supplies Company’s workshop 
to help him with his home proj- 
ect. Some builders make use of 
the firm’s special tools in their 
construction work. Kraftco found 
it profitable to add appliances 
and some furniture when the 
firm’s display space recently was 
doubled. 


mostly belong to city customers— 
home-owners who are continually 
in the market for a variety of 
items to improve their residences. 

The Kraftco Building Supplies 
Company advertises that it can fur- 
nish everything for the house but 
the lot. It even carries complete 
lines of electrical supplies and 
plumbing fixtures. 

During the first seven months of 
the firm’s operation, it furnished 
materials for 23 complete homes. 

According to Friddle, contractors 
play the major role in keeping up 
the store’s sales volume. 

These contractors also have been 
attracted by Kraftco’s offer to lend 
certain equipment for small jobs. 
Small contractors especially have 
made use of the portable power 
hand saws and shop tools that this 
dealer provides for them and other 
reliable customers. Such extra 
services draw them back to Kraftco 
for their bills of goods. 

Free delivery service for every- 
thing in the store is handled by 
three trucks. 

Although this store uses its 
front as a giant showcase for many 
building materials, it does not let 
its public forget that it is pri- 
marily a lumber yard. Spot an- 
nouncements on the radio remind 
listeners that Kraftco is an oak 
flooring and trim specialist. 

But after the oak flooring is laid, 
the owner wants the buyer of that 
flooring to stay aware of the fact 
that Kraftco can supply a variety 
of items to adorn his new home. 

“We're growing by holding onto 





FENCE 


SINGLE SCROLL LAWN 
DOUBLE SCROLL LAWN 
NO-CLIMB WELDED WIRE 
POULTRY AND RABBIT WIRE 


Steel Fence Post 
We sell lawn fence in cut lengths 
1-ft. or 1,000-ft. 


Special 
150-ft. roll, 60 inches high, 6x2 
welded wire, $16.50 

614-FT. KOPPERS CREOSOTE 

TREATED WOOD POSTS, 50c 
These posts made by same people who 
| make most all of telephone and light 

poles. They will last 30 to 40 years. 
| Also have these up to 14-ft. long. 


WE LOAN FREE 

|Post hole diggers, wire. stretchers with 

|_any fence order. 

If you have any fencing to do this year, 
we suggest you do it now while ma- 
teriais are available. 


KRAFTCO 


| BUILDING SUPPLIES 


6711 CANTRELL ROAD, PHONE 6-1068 
Highway 10 at City Limits 
WE DELIVER 
OPEN EVERY NIGHT TILL 9 P. M. 














Several times a week a classified 

display advertisement in the Little 

Rock newspaper describes the 

variety of fencing materials and 

free use of tools offered by the 

year-old Kraftco Building Sup- 
plies Company. 


our customers,” said Friddle. “We 
couldn't do that if we didn’t have 
a large store full of popular mer- 
chandise—and special services for 
both city and farm patrons.” 
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WITH ASSURANCES from the 
Administration of a loosened lid on 
wage levels and of price-ceiling ad- 
justments only for labor and ma- 
terials costs, and with their union 
representatives in higher places of 
responsibility in the mobilization 
set-up, organized labor this month 
is ‘‘back in the fold” in the interest 
of a greater defense effort. 

George Harrison, president of 
the Brotherhood of Railway Clerks, 
is assistant to Charles E, Wilson, 
administrator of the mobilization 
program. Other labor officials are 
tied into the key staffs of the sev- 
eral defense agencies. 

PRESIDENT TRUMAN has re- 
quested of Congress many more 
amendments to the basic control 
law than he is likely to get in seek- 
ing extension of the Defense Pro- 
duction Act after July. Mortgage 
control on existing houses is doubt- 
ful, though Regulation X may be 
tightened to discourage further the 
building of high-price homes. 

Commercial rent control is not 
likely, but home rent controls may 
become more stringent. 

Little is likely to be done about 
changing the food price structure 
except to forestall further subsidies 
to farmers in this inflationary era. 

IN HIS FIRST report to Truman 
and the nation on the mobilization 
effort, Administrator Charles E. 
Wilson asserts that “one year from 
now, with unflagging determina- 
tion and effort, we and our allies 
will have achieved a formidable 
strength in many phases of modern 
warfare. Two years from now we 
should have military and economic 
strength sufficient to give us rea- 
sonable safety against aggression. 

Thus, in “Building America’s 
Might,” Wilson predicts that we 
should be able to return to pre- 
Korean living standards and activi- 
ty if no more extensive war flares 
up before then. 

THE INSISTENCE of the build- 
ing industry for re-statement of the 
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nation’s 1951 housing goal last 
month evoked from Raymond M. 
Foley, administrator of the Hous- 
ing and Home Finance Agency, the 
assurance that “indications are that 
not only will 850,000 housing units 
be started in 1951, but that that 
total may be exceeded.” He said 
that there was no current plan to 
announce a reduced total target 
figure. 

Foley announced a reorganiza- 
tion of the HHFA Office of the Ad- 
ministrator to include three new 
divisions. These and their heads in- 
clude the Division of Plans and 
Programs, Neal J. Hardy; Division 
of Community Facilities and Spe- 
cial Operations, Pere F. Seward; 
Division of Field Coordination, di- 
rector not announced. 

The HHFA chief had previously 
announced the establishment of 
regional offices in New York City, 
Philadelphia, Atlanta, Chicago, 
Kansas City, Fort Worth, San 
Francisco, and Seattle, to adminis- 
ter the Community Facilities func- 
tions and also to represent him in 
field activities relating to defense 
housing and problems. 

HOUSING STARTS in March 
were the second highest number on 
record for that month, but showed 
a less than seasonal upturn, The 
March upturn to a total of 93,000 
new permanent non-farm dwelling 
units was the lowest February- 
March gain on record except for 
the war years of 1942 and °43. Thus 
the Regulation X mortgage credit 
curbs of October 12 apparently be- 
gan to show their effects. 

Construction activity altogether 
in March rose seasonably to round 
out the largest first-quarter vol- 
ume of new construction on record. 
The Department of Commerce re- 
ported new construction put in 
place during the three-month pe- 
riod at nearly $6.1 billion—21 per 
cent above the same period last 
year. March construction totaled 
$2.1 billion—also 21 per cent 
greater than for last March. 


SOUTHERN 


A NEW FOUR-POINT procure- 
ment policy to increase participa- 
tion of small business in defense 
production was adopted last month 
by the Defense Production Ad- 
ministration and announced by 
Administrator William H. Harri- 
son. He outlined the four points 
as follows: 

1. To bring into the defense 
effort on a prime contract, sub- 
contract, or purchase-part basis 
every qualified producer who can 
be used so that orders can be 
spread across as wide a base as 
possible. 

2. To find and put to use the 
productive facilities of small firms. 

3. To give small manufactur- 
ers all necessary information con- 
cerning government needs and the 
steps they should follow in obtain- 
ing subcontracts as well as prime 
contracts. 

4. To develop and install pro- 
curement procedures which will 
encourage prime contractors to 
maximum amount of business 
possible. 


THE EFFECT of defense expen- 
ditures and controls will be more 
evident during the rest of the year, 
according to Charles Sawyer, sec- 
retary of the Department of Com- 
merce. “Orders are being placed 
at the rate of billions of dollars per 
month, but as yet we are not pay- 
ing for these orders. 

“Authorizations for all national 
defense purposes already approved 
by Congress amount to 52 billion 
dollars in fiscal 1951, Additional 
authorizations planned but not yet 
enacted into law total 6.4 billion 
dollars for the current fiscal year— 
and 68 billion dollars for fiscal 
1952. 

“Shortages of materials have 
not reached their peak; they will 
continue to mount for many 
months, some of them alarmingly. 
The impact of the defense effort 
will be felt more directly by the 
durable-goods segment of manu- 
facturing which produces the bulk 
of military supplies.” 


Armed Forees Day 


Saturday, May 19, is Armed Forces 
Day. Then the nation will parade and 
pause to pay tribute to the men and 
women serving in all branches of the 
United States military ranks—Air 
Force, Navy, Marines, Army, and 
Coast Guard. The sacrifice of most 
of these citizens is great. Their serv- 
ices are vital to the defense of Ameri- 
can democracy and to the preserva- 
tion of American liberty. 
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all this insulation OVER THE Ole. 


.--each 15 Ib. armload is 250 sq. ft.! 


REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 


Here's the most insulating efficiency in the smallest package... 

at about half the cost of most bulk insulations. Anybody can 

walk away with a couple of armloads and put up a complete house 
ceiling in a weekend's spare time! Reflects up to 95% of 

radiant heat...keeps interiors up to 15° cooler in summer... 
saves winter fuel, too. Neat, clean, takes little space on 
counter or floor, makes a bright display...sells on sight 
Mail the coupon. Reynolds Metals Company, Building Products 
Section, Louisville 1, Ky. 


PUT THIS 
BRIGHT ROLL 
_ ON DISPLAY! 


Aluminum is 
required for planes and 


other military needs. Aluminum 





insulation is being steadily produced, 
but deliveries may lag behind orders. 
Get your order on your jobber’s 


books now! 


Great for farm buildings. Increases : 
Itry and livestock production py frst 
poultry a ock production. on both sides. Type 
3 C, one side. Widths: 


25", 35.46 . Reynolds Metals Company, Building Products Section, 
2026 South Ninth St., Louisville 1, Ky. 
Please send full information on 
C Insulation C) Gutters [] Flashing 


Name. 





Address. 





w L 


EYNOLDS ALUMINUM 


WINDOWS °* INSULATION * FLASHING * NAILS * WEATHERBOARD SIDING * CORRUGATED AND 5-V CRIMP 
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AN OFFICE of Price Stabiliza- 
tion order setting ceiling prices 
for many manufactured products 
at a pre-Korean base plus actual 
increases in material costs through 
1950 (in most cases) and increases 
in factory payroll costs through 
March 15, 1951, becomes effective 
May 28. It is CPR 22 and it will 
affect some 75,000 industrial con- 
cerns, including many building 
material manufacturers. 

It does not cover raw forest 
products; lumber and allied prod- 
ucts; paints and varnishes; or 
stone, clay, and glass products in- 
cluding portland cement. 

The purposes of CPR 22, accord- 
ing to an OPS release, are ‘“‘to roll 
back margins widened after the 
Korean outbreak; to restore more 
normal cost-price relationships; 
to grant needed relief to manufac- 
turers from the general freeze 
order.” 

Price increases are limited by 
the order to advances in manufac- 
turing costs affecting labor and 
materials actually required for 
production. Manufacturers must 
notify OPS as to proposed ceiling 
prices higher than those under 
the GCPR and must wait 15 days 
after OPS receives notification 
before selling at the new figures. 

Separate orders are planned by 
OPS to set pricing formulas for 
lumber, paints and_ varnishes, 
portland cement, other building 
materials and commodities not 
covered by CPR 22. These will 
involve wholesale and retail levels 

According to an OPS announce- 
ment, special agents of the OPS 
Enforcement Division are engaged 
in ‘a broad and intensive compli- 
ance program aimed at business 
houses which are failing to main- 
tain basic sales and purchase rec- 
ords as required by the General 
Ceiling Price Regulation.” 

The National Production Au- 
thority’s Regulation 4 was amend- 
ed on April 16 to designate cer- 
tain critical materials to which 
the DO-97 rating for maintenance, 
repair, and operating supplies may 
not be applied. These exempted 
materials include paint, lacquer, 
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CONTROLS that 


may atfect Your Business 


and varnish; paper and_paper- 
board products; rubber tires and 
tubes; steel used in the manufac- 
ture of consumer durables and 
related items; packaging materi- 
als and containers; and all basic 
chemicals, their intermediates 
and derivatives other than com- 
pounded end-products that are not 
customarily sold as chemicals. 

NPA announced the fact that 
business firms, government agen- 
cies, or institutions that were in 
operation in 1950 need not make 
reports of quarterly quotas to 
NPA on MRO-used materials. 
Such reports are required under 
NPA Regulation 4 only for firms 
that were not in operation through- 
out last year. 

NPA Construction Order M-4 
was amended April 16 to desig- 
nate “swimming pool” as one of 
the structures for which construc- 
tion is prohibited, and to include 
“tobacco auction warehouse” as 
one for which NPA authorization 
is required for construction. 

NPA announced listings of mo- 
tion-picture theater equipment 
and of gasoline filling station 
equipment which need not be in- 
cluded in computing construction 
costs under the $5,000 small-job 
exemption of Construction Order 
M-4. 

An NPA office to act on appli- 
cations for commencement of com- 
mercial construction was estab- 
lished last month in the Federal 
Building in Louisville, Ky. 

The Controlled Materials Plan 
will go into effect on July 1 for 
the third quarter of the year. Un- 
der this plan, defense and de- 
fense-supporting construction will 
be programmed and _ essential 
steel, copper, and aluminum ma- 
terials made available. 

This month businessmen are to 
submit to NPA their third-quarter 
estimates specifically for the criti- 
cal materials. Available amounts 
will be figured and apportioned 
first by end use and then by com- 
pany. Products will be divided 
into “A” and “B” categories. The 
“A” list will include products for 
direct military use and defense- 


supporting programs. “B” products 
will be those for other end-uses. 

The CMP is expected to make 
the defense job smoother—as a 
similar order did the World War 
II armament effort. 

Manly Fleischmann, administra- 
tor of the National Production Au- 
thority, has announced the estab- 
lishment of a three-man board 
to hear appeals and make adjust- 
ments under NPA orders and reg- 
ulations. The board will hear ap- 
peals arising from denial of ap- 
plications for adjustment by NPA 
industry divisions. 





in Behalf of 
DEFENSE 
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% Westinghouse has a new multi- 
million-dollar defense contract for its 
electric appliance division plant in 
Mansfield, Ohio. This plant will 
make jettison-type carrying devices 
for fuel tanks and armaments, called 
pylons. They will be used on Thun- 
derjets for the Air Corps. Westing- 
house also is making J4 jet engines 
for defense. 


% “Seeds of Victory,” a 48-page 
two-color booklet telling how vari- 
ous materials are used in making 
fighting equipment, is being sent to 
suppliers and customers of the Cater- 
pillar Tractor Company. It points out 
that “each item you turn out, each 
part you assemble, each job you do a 
day early, each extra effort you put 
forth is a seed planted for victory.” 


*« W. Clyde Smith, an official of the 
Kraftco Building Supply Company in 
Little Rock, Ark., has announced that 
his company will make ammunition 
boxes for a naval depot. The J. P. 
Duncan Lumber Company also has 
a contract to make ammunition boxes 
and has established a plant at North 
Little Rock. Arthur Temple, Jr., and 
Associates, Inc., Diboll, Tex., has a 
contract to make 50,000 such boxes 
for the Red River Arsenal Depot. 


% Where is the rubber going? The 
B. F. Goodrich Company recently 
pointed out that a B-36 bomber, for 
example, requires more than 2% tons 
of rubber. Over 500 pounds of rubber 
is used to keep a five-ton army truck 
rolling. Even a jeep uses 90 pounds! 


% The Reynolds Metals Company 
has taken over management of the 
U. S. Air Force’s manufacturing 
methods pilot plant at Adrian, Mich. 
The company is developing forging 
and extrusion techniques and prov- 
ing theoretical designs. 


% Suppliers of glued wood products 
were offered training for their glue 
room personnel on the special re- 
quirements of the armed forces in a 
special course held late last month. 
The Timber Engineering Company’s 
research laboratory sponsored the 
five-day classes. 
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Your Key to Profits 
FOR YEARS TO COME 


Never before have lumber dealers had this opportunity! Today you can have 
a complete, personalized, local program to help you merchandise wood window units. 


A complete “package” of promotional material is made available to you by the Joint Wood 
Window Promotion Program—composed of the nation’s leading millwork manufacturers, 
producers of western pine lumber and more than 100 top-flight woodwork jobbers. 
Carefully prepared, the program is complete—comprehensive—effective. And every bit of 
it sells YOU, the local lumber dealer, as the source for wood windows and other quality 


materials. Here is what you can have—at nominal cost... 


NEWSPAPER MATS F ; r 
| NEWSPAPER MATS [il in five different 


sizes—with large space for your signature—sell- 
ing the beauty, comfort, long life and competitive 
superiority of wood window units—and directing 
the customers to you. 


DIRECT MAIL ; 
— attractive, color- 


ful mailing pieces—in several sizes—imprinted 
with your name: folders—broadsides—envelope 
enclosures. 


MOVIES ‘ 
— 4-color, 1-min- 


ute playlets for use in your local movie house. 
Here is a powerful way to appeal to today’s huge 
remodeling and building market. Remember, each 
movie carries your signature—directing the cus- 
tomer to you. 


RADIO ANNOUNCEMENTS P : 
— featuring top- 


notch talent with sound effects. Each announce- 
ment allows generous time for your radio signature. 


BILLBOARDS : 
— big, colorful 24- 


sheet posters, featuring you prominently as a 
dealer in quality building materials. 


TELEV 
da — black*and white 


television films, showing why owners get more 
for their money with wood window units. Your 
signature occupies a prominent place. 





Wood Window Program 
38 South Dearborn Street 
Chicago 3, Illinois 


a 
' 
1 
' 
' 
1 
4 





YOU'LL BE SURPRISED AT HOW LITTLE IT COSTS 
TO USE THIS SALES-BUILDING PROGRAM. 
MAIL THE COUPON FOR COMPLETE INFORMATION. 








in Radio Movies Newspaper Mats Direct Mail 


Television |_| Billboards 





Please give me further information on the following sales 
helps for wood window promotion. | am especially interested 
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Holden Optimistic over Outlook 
for Construction in Defense Era 


CONSTRUCTION will likely con- 
tinue at relatively high levels dur- 
ing the period of defense mobili- 
zation, according to Thomas S 
Holden, president of the F. W 
Dodge Corporation 

“The expected squeeze in con- 
struction has started,’ Holden ex- 
plained in his interpretation of his 
firm’s March totals of construction 
contract awards for the 37 states 
east of the Rockies. 

“It is likely to continue during 


PPW 


Ponderosa Pine 
Woodwork chose F. E. Bissell, Jr., 
of the Carr, Adams and Collie: 
Company, Dubuque, Iowa, as their 
new association president at a re- 
cent annual meeting. Arthur H 
Mohring, Edward Hines Lumber 
Company, Chicago, IIl., is the new 
vice-president. 

Other officers are J 
Andersen Corporation, Bayport, 
Minn., secretary; Leonard G. Car- 
penter, McCloud River Lumbe1 
Company, Minneapolis, Minn., 
treasurer, and D. G. Pilkington, 
association Manage! 


Bissell Heads 


Members of 


D. Rowland, 
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the remainder of this year,’ he 
said, but pointed out that the tre- 
mendous surge of construction 
earlier in 1951 will help balance 
out any later squeeze. Although he 
has estimated a decline in 1951 
from 1950, his estimate still stands 
that 1951 will be a high volume 
year in construction. 

The 37-state construction award 
total for March was $1,267,450,000 

11 per cent higher than Febru- 
ary, but 3 per cent lower than 
March 1950's $1.300,201,000 figure. 

Recreational project starts ran 
behind last year all through the 
first quarter of 1951; commercial 
building projects fell off signifi- 
cantly in March. These trends re- 
sulted from NPA’s M-4 order, ac- 
cording to Holden. 

“In March,” he said, “the effects 
of Regulation X were seen in resi- 
dential building contract volume 
just equal to March 1950. The 
March 1951 residential total was 
$574.569,000. The March total for 
1950 was $574,681,000 

Holden said “the present 
pect is that the American economy) 
will within a reasonable period 
adjust itself to carrying as a nor- 
mal overhead burden a military 
establishment of 3,500,000 armed 
men with proportionate facilities 
and equipment. The carrying of 
such a burden is likely to prove 
difficult than many people 
have imagined it might be.” 

Pointing out that the country is 
in transition from a= sub-normal 
national defense pattern to a post- 
war normal, Holden expressed the 
opinion that “any cutbacks in 
over-all construction volume that 
may take place during the current 
transition period are apt to be mod- 
erate, perhaps approximating the 
amount of cutbacks that might 
have come as a normal market re- 
action from the 1950 boom.” 

Defense production requirements 
will be largely met by increased 
production of basic materials 
Holden predicted 


pros- 


less 
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Paul B. Shoemaker has been made 
vice-president in charge of sales 
for the Masonite Corporation, 
Chicago, Ill. Since 1949, he had 
been vice-president and director 
of sales for the Georgia-Pacific 
Plywood Company. He also has 
served as sales manager of the U. 
S. Gypsum Company. Shoemaker 
attended the University of Min- 
nesota and taught two years in 
Japan before beginning his career 
in the building materials fieid. 


Moran Heads Aluminum 
Window Association 


Charles C. Moran, executive 
vice-president of the Cupples Prod- 
ucts Corporation, St. Louis, Mo., 
was elected president of the Alum- 
inuth Window Manufacturers As- 
sociation at the association’s an- 
nual meeting in Hot Springs, Va 
AWMA members produce approxi- 
mately 90 per cent of the aluminum 
windows fabricated in this 120- 
million-dollar industry. 

James Allinson, general manag- 
er, J. S. Thorn Company, Philadel- 
phia, Pa., was named first vice- 
president of the Aluminum Win- 
dow Manufacturers Association. 
Robert Olson, vice-president in 
charge of sales, Ware Industries. 
Miami, Fla., was chosen second 
vice-president, Robert Klein, presi- 
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now it can be told 
about these WIZARDS we WOOD 


. . . that demand for the three specialties illustrated is jumping ahead by 


leaps and boundst... that folks are “hungry” for them... 


that dealers 


who feature the displays we provide are astonished at the volume they can 
develop for Firzite, Satinlac and Weldwood Glue. Stock up on all three— 
order these wizards today. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 258, 55 West 44th Street + 


New York 18, N.Y. 





America’s Largest Selling Wood Glue 


WELDWOOD 


PLASTIC 

RESIN 

For making things 
or fixing things, 
recommend Weld- 
wood Glue — for all 
wood - to- wood 
‘ bonds. Makes joints 
stronger. - the wood itself. Mixes 
easily with water. Stain-free, rot- 
proof, highly water-resistant! A fast 
selling item to hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c and larger sizes. 


Weowage? 


~PLastic resin GLUE 





Tame that wild grain with 


_FIRZITE’ 


Over 40 million feet 

of fir plywood are 

sold every week! 

Here’s your market 

for FIRZITE, be- 

cause it’s a “MUST” 

when finishing fir ply- 

wood or any other 

soft woods. Used as 

an undercoat it “tames” unsightly wild 
grainon stain jobs.. . Virtually prevents 
grain raise or checking on paint jobs 
. readies the surface satin-smooth 
for stain, paint or enamel. (For blond, 
pickled or tinted effects, for that 
“woodsy” look, recommend White 
Firzite on either soft or hard woods.) 





—— 


A*Natural” for these modern “natural” finishes 


SAT NLAC 


The big modern trend 
is for light natural 
wood finishes. When 
customers ask you what 
to use, you'll make 
friends by recommend- 
ing SATINLAC, It 
brings out and pre- 
serves the natural 
grain and color-beauty of any plywood 
or solid wood. Satinlac avoids that 
“built-up” look; yet will not turn yel- 
low or darken with age. “Water- 
white”; easy to brush or spray; dries 
ready for next coat in 3 or 4 hours. 


in pints, quarts, gallons. 











*Trade Mark 


=— Ze 


+Stimulated by our accelerated ad 
campaign in Saturday Evening Post, 
Better Homes & Gardens, American 
Home, Living for Young Homemakers, 
Popular Science, and over 20 others. 
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Brazilian Pine Imperted tor Millwork 


textured. The 
m pale 
color 


stTeak: 


(ertain-teed Bailds 
Paper Mill in Okla. 


West Coast Woed Ads 
To Help Retail Dealers 


d frames 
Howeve th 
an explained 


ber arrives ¥ 


ent of about 20 


Nill Supply 
in-teed’s to 
soning becau ‘. 
Corpore ired or semi-har ood, Gate vil vice-president for Wash 


4 Greeley. Seattle. con- 
vice-president, and Frank 


ites Six gypsuM mines and moderr 

terial-handling levice facilitate tinues a 
ich care and treatment A. Graham, Jasper, Ore., con- 
U.S. Department of iculture tinues as treasurer. 

that make news bulletin tates that thi Brazilian H. V Simpson, executive vice- 

resembles Southern c} , president, and Harris E. Smith 


eight roofing plant an 
ile md fiberboard 
Inited State and a 
fiberboard. and wood 
It is neither a softwood nor a hard ecretarv, were re-elected. 


At right, a cargo of 1,500,000 feet of Parana pine 
pine is being unloaded in Florida from the S. S. 
tarroso, of Brazil. Below, Gate City Sash and Door 
Company officials check the lumber'’s dryness. 
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America’s Fastest-Selling chan: 
ALUMINUM TENSION SCREEN eae 


over 2,000,000 now in use! 
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NEW YORK WIRE CLOTH CO., Dept $8-5 
445 Park Avenue, New York 22, N. Y. 


Please send me: 
() Full information about DURALL 


(0 Free newspaper mats, folders, ete. 





Each Durall screen is 






attractively packaged in an individual, Address............. 





iner — 1 
gompact container handy for storage! City 








Prestained Shakes 
Pushed in Southeast 


Nearly 500 building supply deal- 
ers, contractors, architects, and 
siding applicators last month were 
presented full details concerning 
the potential popularity and ap- 
plication of pre-stained processed 
red cedar shakes at a series of din- 
ner meetings held by the Southern 
States Iron Roofing Company in 
Columbia, S. C., Atlanta, Ga., 
Raleigh, N. C., and Richmond, Va 

At the meetings Lee Bartholo- 
mew, Ssirco vice-president in 
charge of sales, announced that his 
company was going to stock and 
wholesale the Perma Products 
Company’s Skakertown  pre- 
stained shakes exclusively. He 
also carefully explained his com- 
pany’s sales policies. 

E, T. Allen, general sales man- 
ager of the Perma Products Com- 
pany, Cleveland, Ohio, displayed 
demonstration samples of __ its 
processed shakes and explained 
their application to sidewalls with 
wood sheathing and also _ in- 
sulating-board sheathing. He de- 
scribed their advantages of beauty, 
utility, durability, and economy. 

George Messner, public reéla- 
tions director of the Red Cedar 
Shingle Bureau, described the 
functions of that agency in the 
fields of product inspection, pro- 
motion, and research. 


NATIONAL PLAN 


YOUR ASSOCIATION F; 


E. T. Allen, general sales manager of the ’erma Products Company, Cleve- 
land, Ohio, is seen above explaining prestained sidewall shakes to build- 
ing material dealers at a meeting in Columbia, S. C. It was one of eight 
meetings recently held in Columbia, Richmond, Va., Atlanta, Ga., and 
Raleigh, N. C., for dealers, architects, applicators, and builders by the 
Southern States Iron Roofing Company, new distributors in the South- 
eastern states of the Perma firm’s red cedar sidewall shakes. 





SOUTH SETS BUILDING SUPPLY 


and Southwest led 
the nation in increase in number 
of building material dealerships 
and in building material sales dur- 
ing the 10-year period of 1939 
through 1948, an analysis of latest 
U. S. Department of Commerce 
business census figures by the Re- 
search Department of the W. R. C 


THE SOUTH 


Handsome illuminated pictures of Research Designed Homes—like that 
above—have been given away at the state and regional dealer conven- 
tions this year by National Plan Service, Inc. Winner of the picture at 
the convention of the Carolina Lumber and Building Supply Association 
was Russell Speas, standing behind his choice of the house designed with 


Certigrade stained sidewall siding. 


At left is Bob Schnell, NPS sales 


representative in the Southeast. At right is Burke Wilson, of the Wilson 
Brothers Lumber Company, Rural Hall, N. C., for which Speas also works. 
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PACE! 


Smith Publishing Company shows. 

This firm publishes five other 
Magazines besides SOUTHERN 
BUILDING SUPPLIES. They include 
Textile Industries, Southern Power 
and Industry, Southern Automo- 
tive Journal, Electrical South, and 
Southern Hardware. 

While the number of building 
material dealerships in the United 
States increased from 25,067 in 
1939 to 26,110 in 1948—a gain of 
4.1 per cent, the number of retail 
outlets in the 18 Southern and 
Southwestern states served by 
SOUTHERN BUILDING SUPPLIES 
jumped from 7,991 to 8,763—an in- 
crease of 9.6 per cent. 

3uilding material sales by these 
Southern and Southwestern out- 
lets soared to 255.1 per cent during 
the 10-year period, compared with 
a national rise of 198.4 per cent. At 
the same time, lumber sales by 
dealers in the 18-state region rose 
to 280.5 per cent, and national 
lumber sales climbed to 258.1 per 
cent 

Between 1939 and 1948, accord- 
ing to the federal figures, the num- 
ber of retail building material es- 
tablishments in some of the states 
were as follows: 

Delaware—48 to 59. 

Maryland—180 to 198. 

District of Columbia—32 to 36. 

Virginia—263 to 256. 

West Virginia—210 to 158. 

North Carolina—280 to 325. 


(Continued on page 44) 
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You'll SCORE a hit with Stonewall 
because it’s a SNAP to build with 


STONEWALL BOARD 


the versatile, easy-to-use, virtually indestructible asbestos- 


cement building board that out-performs other materials! 


KEEP VOLUME UP, PROFITS HIGH! 


Ruberoid Stonewall Board is in plentiful, dependable supply. The market 
for new uses and increasing volume of Stonewall sales is unlimited. Cus- 
tomers can be converted from the use of other scarce materials to Stonewall 


and they'll be more than satisfied. Here’s why: 


In 1943, when there were shortages of plywood, hardboard and sheet metal. 
Uncle Sam asked for a miracle... and got it! Ruberoid developed Stone- 


wall Board. 


Since then, Stonewall has become a standard stock item that kept on 
growing in sales volume when other materials were back in competition, 
Today, with many materials in short supply again. Stonewall is a bigger- 
than-ever factor in your sales picture. 

When it comes to durability. serviceability. workability and economy. 


Stonewall stacks up again-t any other material. 


Stonewall asbestos-cement board is fireproof, rot-proof, rat-proof, termite- 
proof, strong, rigid, bendable. The big gray sheets provide their own 
weather protection... never need paint. In spite of its rock-like durability, 


Stonewall is easy-to-work. 


Stonewall is used on all sides: 


On the farmer's side .. . for re-siding old barns, interior dairy barn walls, Stonewall is 

2 easy to saw, 
partitions, ceilings, new construction, maintenance and repair bet fe es aa pr 
On industry’s side... as a fireproof. fabricating material, for partitions, break to size. It takes nails 
fireproof ducts, fire barriers, shower stalls, beneh tops. and economy readily... and once up, the 
shelters. job is done...no need to 
paint Stonewall. 


On your side... because this versatile product is easy to handle, easy to 
store, easy to sell... and you can sell Stonewall’s unique benefits, instead 
of price. Keep your customers... and keep them satisfied with... ; YEAR. 
STONEWALL BOARD, Mono ae WiTH 

or 10" BEROID 
© RUB ig MATERIALS 
unin 


The RUBEROID Co. 


Sales Offices: Baltimore, Md., Bound Brook, N. J., Chicago, Ill., Dallas, Texas, Erie, Penn., Minneapolis, Minn., Millis, Mass., Mobile, Ala. 


EXECUTIVE OFFICES: 500 Fifth Avenue, New York 18, N. Y. 
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Formica Company, Cin¢ 

nulacturer of ljaminated 
elected Louis J, Fran- 
f rge of 


ie 


J. Bryer Duff, 
manager of Sargent and Company, 
' ident. He 


force in 


general ale 


NOW a ViICe-pre joined 


the company ale 
~_*« +* 


Harold C. Ellicott ha 
publicity 


been 


named advertising and 


Uriel Schubert has joined the 
Roxdale Products Corporation, 
New York, N. Y., as sales man- 
ager of all divisions. Schubert 
formerly was sales manager of 
the Thermo division of Publicker 
Industries, Inc. He is a graduate 
of the New York University 
schoo] of commerce. 
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1923. ~ 


George M. Curtis, above, has suc- 
ceeded his uncle, the late E. J. 
Curtis, as president of Curtis 
Companies, Inc., Clinton, lowa, 
manufacturers of Curtis wood- 
work. He was elected recently by 
the board of directors. Curtis 
joined the company after gradu- 
ation from Yale in 1927. He is the 
son of George Lewis Curtis, board 
chairman, and grandson of George 
Martin Curtis, who helped found 
the firm in 1866. 


director of the M and M Wood 

Woodworking Company, Portland, 

Ore. Until recently, he with 

the Willamette National Lumber 
Company, Foster, Ore 
x« *« * 

New research director for the 

Zonolite Company is Dr. George E. 


Ziegler. He was formerly directo! 
the Midwest Re 


of research at 
earch Institute. 


x K€ 

Marcel J. Bayhi ha 
pointed chief engineer in charge of 
new product design and develop- 
ment for Reed Unit-Fans, Inc., 
New Orleans, La, His appointment 
is part of an expansion program 
resulting from increased fan de- 
He has held a number of 
positions with othe: 


been ap- 


mands 
executive 
companies, 


x KK * 


Bradley A. Burnside has joined 
the sales department of the Amer- 
ican Lumber and Treating Com- 
pany. He is assistant to R. B. Put- 
man, general sales manager, with 
headquarters in Chicago, 


x *« * 
Bird and Son, Inc., East Walpole, 
Mass., has increased its number of 


are Elwood T. Dick- 


inson, of Lou J 
te nd Jerome C. 


unsaker, Jr. 


H 
x« « « 

The Long-Bell Lumber Com- 

panys nev nager of 


: L. L. Gibson, who 


«_«* * 
The Ruberoid Company, nm 


- 


has a new vice-president 
sales. E. J. O'Leary. 
ror O'! 


Leary 


Style Color Guide 
Helps Paint Castomers 


iealers 
r cus- 
guides 
home Color 
Guide and > Style Guide 
Companion, This fourth edition of 
the Color Style Guide is the first 

1ed since World War II 

The Style Guide contains 100 
18x16-inch pages showing actual 
homes, interiors and ex- 
natural color photo- 
Opposite the photograph. 
appear to show 


paint 


style 


ved-in 
teriors, in 
graphs 
ts 


t drawings 


* 


ss: * Se 


= 


the same room in 
combinations. Paint and_ color 
specifications are given for each 
example so that a customer will 
know exactly how to get the 
identical color scheme. 

The Style Guide Companion, in 
album format, contains index tabs 
to pages showing 139 basic paint 
colors, By turning each two-sided 
page, both forward and reverse, 
two cleverly designed windows 
bring four companions to each 
basic color into view. 

This album relates to the color 
analysis: One color may be unin- 
teresting; give it a partner and it 
comes to life; add a third and it 
takes on still another personality. 


various color 
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SOUTHERN PLYWOOD | ~~: 


Douglas Fir Plywood 
A new improved plywood panel, from the mills of Georgia-Pacific GPX Plastic-faced Plywood 
... Southern Plywood that is manufactured on hot plate presses G-P Crownply Hardwood Plywood 
which assure uniformity of quality. A special process relieves G-P Plysheet Southern Plywood 
internal stresses and provides a panel of unsurpassed stability. Giant-sized Scarfed Panels 

G-P Plysheet will help you nail down more orders because it’s Fir and Hardwood Doors 
not only hard and rigid, but tough. . . takes nails to the very edge. Cypress and Redwood Lauber 
You'll help customers hammer down costs on sheathing, roof- OT PS ee ee 
decking, sub-flooring, and general utility work with G-P Plysheet. 

Available in direct cars, or from your Georgia-Pacific Whole- 
sale Warehouse. All standard sizes up to 4 ft. x 8 ft. 

G-P Plysheet, another example of Georgia-Pacific’s “new 
dimension,” is just one more reason for doing business with the 
company that can supply all your plywood, lumber and door needs 
... everything from a single source. 


uthern Pine Lumber 
ern and Southern Mouldings 
rn and Appalachian Hardwoods 
idential and Factory Flooring 


ted Lumber and Timbers 


GEORGIA — PACIFIC 
PLYWOOD COMPANY 


Address Inquiries to: 618 North Capital Way, Olympia, Wash. 

Offices and warehouses in Augusta + Birmingham « Boston - Chicago » Columbia 

Louisville » Memphis - Nashville - Newark - Olympia - Philadelphia + Portland 
Raleigh + Richmond « Savannah 
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Lumber Lamination Spotlighted at SPA Meet 


PROPOSED expansion of laminat- 
ed lumber production and use in 
the South, furthe: toward 
more economical mill operation, 
and timber growth practices 
these held attention at the South 
ern Pine Association's 36th annual 
convention in New Orleans, La., 
April 16-18 

These matters were considered, 
however, against a warning by a 
representative of the Office’ of 
Price Stabilization that defense 
spending “will soon take hold and 
supplies once more will become 
scarce.” 

All officers of the Southern Pine 
Association and the Southern Pine 
Industry Committee were re-elect- 
ed. E. O. Lightsey of Miley, S. C., 
again heads SPA, and R. M. Eagle, 
Carmona, Tex., again was named 
chairman of the SPIC. 

An estimated 600 pine manufac- 
turers and in allied activi- 
ties registered for the three-day 
meeting at the Roosevelt Hotel 
While there were some lighter mo- 
ments to the meeting, the specter 
of Korea and the possibility of 
war's spread drew serious consid- 
eration to problems which face the 
lumber industry and the building 
business in the South. 

This was highlighted by Presi- 
dent Lightsey for the manufactur- 
ers and by a lumber retailer, W 
H. Henderson, of Chickasaw Lum- 
ber Company, Fort Worth, Tex. 

Lightsey warned that relaxed 
standards and other factors threat- 
ened in the postwar years to undo 
all of the good-will and high-quali- 
ty standards reputation that SPA 
had built up over a long period of 
years. He asked manufacturers not 
to let this happen again. 


steps 


others 


4 


Officers of the Southern Pine Association are seen above 
second 
Orleans last month. From left 
Fleischel, Port St. Joe, Fla.; Charles E. 
DeWeese, 


following their re-election for a 
annual meeting in New 
they are M. L. 
Dunbar, New 


Orleans; Tom 
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Henderson warned the pine pro- 
ducers not to “sit behind 
barricade of government orders 
and forget the dealer,” if further 
government defense requirements 
increase and little is left for the 
civilian retailer. 


youl 


He pointed out that some ties 
between mills and retailers were 
broken by the war stress and have 
not yet been resumed. He suggest- 
ed that the producer write the 
retailer an occasional letter—even 
if he can’t ship stock; but urged 
that a car of material be given the 
dealer, whenever available. 

Henderson urged stronger and 
uniform grading rules and adher- 
ence to these; maintenance of 
quality in the pine product; rea- 
sonable, middle-of-the-road price 
policy and special effort by the 
manufacturer to supply the occa- 
sional dealer request for irregular 
dimensions or types. 

The SPA action on laminated 
material followed an address by 
R. P. A. Johnson, chief of the di- 
vision of timber mechanics of the 
Forest Products Laboratories, Mad- 
ison, Wis. 

Johnson said there are now three 
laminating plants in the West and 
as many more in the Great Lakes 
area, but none in the South. The 
Great Lakes plants generally use 
Southern pine, with the result that 
Southern builders desiring to use 
this material pay more time and 
money because the lumber is sent 
North for processing, and then re- 
turned as the finished product. 

Johnson said advantages of lami- 
nated lumber include the utiliza- 
tion of the stronger parts of lum- 
ber, eliminating the defects; the 
processing into curved wood mem- 


term at the Orleans, and J. 
ond 


Philadelphia, 


Miss.; E. O. Lightsey, Miley, 
R. 
president. Bemis is first vice-president. DeWeese is sec- 
vice-president. 
secretary. Dunbar is general counsel. 


the construction 
. and 


bers of large size; 
of large with clear 
lower cost than solid members. 

Disadvantages of lamination and 
its use, Johnson are that it 
requires more know-how; controls 
must be better or failure will re- 
sult: lumber must be dried more 
thoroughly and glued, and its use 
must be understood. 

He told the pine producers that 
they have largely had a monopoly 
of the lumber business east of the 
Mississippi river, but that with 
smaller dimensions of logs now 
laminated materials would 


area span 


said, 


used, 


become more popular. He declared 


that laminated lumber must be 
produced in the South if the mar- 
ket is to be kept. 

Emphasis was added to this sub- 
ject in an address by Captain C. H. 
Watts, chief, materials control di- 
vision, Bureau of Ships, U.S. Navy. 
He said that specifications for a 
number of 165-foot minesweepers 
provide laminated members fo! 
framing. He said this was optional 
on some 138-foot craft- 

W. H. O’Brien, trade promotion 
manager of Southern Pine Associa- 
tion, said that specifications will 
shortly be distributed by SPA for 
the use of pine in laminating and 
uses of laminated members, show- 
ing stresses and other factors nec- 
essary. 

Captain Watts said that it is the 
3ureau of Ships’ policy for private 
shipbuilding yards to procure 
materials from private 
The Navy is merely a contact, he 
explained, for placing lumber pro- 
ducers in touch with shipbuilder 
where this appears necessary, or is 
requested, 

Cc. O. Christenson, chief of 


sources, 


the 


S. C.; H. C. Berckes, New 


Bemis, Prescott, Ark. Lightsey is 


Fleischel is treasurer. Berckes is 
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George H. Smith Jr., 
Illinois Local No. 21, 
a bricklayer since 1917 


The 10 basic 
requirements 

of high quality 
masonry cement* 
1. Plasticity 

2. Body 

3. Strength 

4. Yield 

5. Color 

6. Adhesion & Bond 


7. Negligible 
Shrinkage 


8. Water Retention 


9. Water 
Repellency 


10. Non-efflorescing 


*You get all 10 when you 
use Marquette! 


“Well, if it’s Marquette Masonry 
Cement you could build this wall— 
200 brick with '% -inch joints— 
using just one sack. I don’t need to 
tell you that’s quite a yield from a 
sack of cement. 

“For any given grade of sand, no 
cement made can surpass the yield 
of Marquette Masonry Cement. 


I’m always pleased when I see how 
much mortar I can get from a sack 
of Marquette. And I don’t have to 
add a thing. No lime, no lime putty 
or portland cement. Nothing. Just 
Marquette Masonry Cement, well- 
graded mason’s sand and good, 
clean water. That’s all you need to 
make better mortar every time.” 


MARQUETTE 2) 0 @ F] CEMENT 
0 Jason y 


Marquette Cement Manufacturing Company 


CHICAGO e ST.LOUIS e MEMPHIS e JACKSON, MISS. 


PORTLAND © HIGH EARLY STRENGTH © AIR ENTRAINING © MASONRY 





Any quantity of Mar qwette Masonry Cement will be shipped in mixed carloads with other types of Marquette Cement 
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property requirements section of 
the FHA, proposed that region- 
al groups work with the FHA to- 
ward establishing more simplified 
minimum requirements for con- 
struction. 

He cited requirements for sub- 
flooring for first floors and single 
layers for second floors, with the 
opposite required in other areas. 
He urged that builders take up any 
such regional requirement that ap- 
parently is not justified and at- 
tempt an adjustment with the idea 
of providing minimum require- 
ments for reasonable liveability 
and comfort. . 

Report on his recent trip to 
Sweden where he inspected one of 
the larger mills and made motion 
pictures of it was made by J, R. 
Bemis, Ozan Lumber Company, 
Prescott, Ark. He said this mill 
sawed its dimensions so close to 
size that little or no planing was 
required. He said the plant was 
so finely organized that sawed 
lumber at one point actuated a 
machine that separated dimensions 
an eighth of an inch different in 
size. 

Bemis showed motion pictures of 
a debarking machine in use at the 


Swedish plant and the result” of” 


debarking logs shipped from Chap- 
man, Ala., for the test, He said that 
a machine similar to it is now being 
offered in this country. 

He said the Swedish mill is 
closely geared to obtain the great- 
est amount of footage from the 
cubical content. Conveyors take the 
slab and chip to an adjoining pulp 
mill. 

Methods of waste correction in 
the mill were discussed also by 
Roy B. Peterson, Memphis consult- 
ant and advisor to the Wood Prod- 
ucts Division of NPA. He cited 
tests to show that finer adjust- 
ments and sawing for minimum 
thickness and width resulted in 
obtaining an additional 6 and °3 
boards per hundred. . 

Discussing a survey made by C. 
J. Telford, mil] specialist of Forest 
Products Laboratory, Peterson said 
a Cursory examination of the Tel- 
ford data “indicates that lumber 
cut in excess of minimum require- 
ments is definitely responsible for 
the loss of millions of feet of mer- 
chantable lumber that finds its way 
into shavings piles, refuse burn- 
ers, and other monuments of waste. 
The portable circular saw stands 
indicted as the producer of a very 
substantial percentage’ of 7 
waste.” 

He said the Telford tests show 
that 99 boards out of a hundred 


this 
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cut with a sash gang have a vari- 
ation in thickness of 1/16 inch or 
less. But, in the case of circular 
mills, 97 boards out of 100 have a 
variation in excess of 1/16 inch, 
and 41 were found to have varia- 
tion of 4% inch or more. 

“It does not appear logical to 
spend vast sums of money and ef- 
fort in the growing of trees, re- 
forestation, fire prevention and 
everything else consistent with the 
latest and most effective forestry 
practices, and then after the crop is 
finally harvested, to fail to use 
every possible method, mechanical 
or otherwise, to gain the utmost in 
utilization and volume recovery at 
the very first stage in converting 
logs into lumber at the sawmill. 
The fruits of utilization gained 
there will be passed to each and 
every operation that follows, but 
the waste developed there is for- 
ever lost with no possible chance 
of recovery.” 

Colonel B, C, Snow, division en- 
gineer of the Corps of Engineers, 
St. Louis, said the Southern Pine 
Industry Committee had set a good 
example to other groups in mak- 
ing recommendations for proced- 
ure, 

The Air Force has or will shortly 
stop its requests for packaged lum- 
ber, he said, adding that the Navy 
has cut its length requirements 
from eight to six feet. 

Necessity for coordinating con- 
struction codes on a regional basis 
was urged by Corydon Wagner, 
president of the National Lumber 
Manufacturers Association. He also 
asked stress on the NLMA six- 
point program generally. 

Pointing up the fact that the 
lumber industry owns only 16,250,- 
000 acres of forest lands in the 
South, or approximately 10 per 
cent of privately-owned lands, or 
enough to produce 25 per cent of 
Southern pine’s annual output, Q. 
T. Hardtner, Urania, La., chairman 
of the SPA Conservation Commit- 
tee, said that lumbermen should 
acquire land whenever available 
and put it in production under 
scientific management. 

The Southern Pine Industry 
Committee is geared to work in the 
defense effort more efficiently 
than it did during the last war, R. 
M. Eagle, chairman, told the con- 
vention. It was reorganized at the 
1950 convention and began work 
in defense several months later 
when Korea was invaded. 

Eagle said the timber supply 
committee of his organization now 
lists 3,000 operators able to ship 
finished lumber, compared with 


SPB Membership 
Now Nearly 150 Mills 


A gain during 1950 of about 50 
mills as subscribers to the South- 
ern Pine Inspection Bureau was 
reported by Secretary-Manager A. 
S. Boisfontaine at the annual meet- 
ing in New Orleans, La., April EY. 
He reported that “we now have 
close to 750 mills. 

“This naturally has increased the 
work-load of the inspection staff. 
On top of this, the volume of lum- 
ber requiring SPIB inspection and 
certification increased 28 per cent 
last year over 1949. We are giving 
close attention to the need that ex- 
ists for developing and training 
additional men for our official in- 
spection staff.” 

The new Board of Governors re- 
elected SPIB officers as follows: 
B. A. Mayhew, of Fordyce, Ark., 
chairman; J. M. Thompson, of 
Broken Bow, Okla., vice-chairman; 
A. S. Boisfontaine, secretary-man- 
ager-treasurer; Charles E, Dunbar, 
general counsel. 

After discussion and presenta- 
tion by authorities, specifications 
for the design, fabrication, and 
grading of structural glued lami- 
nated lumber were adopted and 
approved by the SPIB board. 


half that number in 1942. 

D. W. Wortham, Jr., executive 
vice-president of the Southland 
Paper Mills, Inc., Lufkin, Tex., 
said the increasing use for pulp 
of hardwoods may have a far- 
reaching result for pine men. He 
said the day is near when these 
hardwoods will be used in quantity 
as a result of improved paper-mill 
technology. 

Four new state directors were 
elected by the Southern Pine As- 
sociation. M. W. Smith, Smith 
Lumber Company, Jackson, Ala., 
and W. D. Harrigan, Scotch Lum- 
ber Company, Fulton, Ala., re- 
place Leon Clancy, of Grayson, and 
L. W. Morgan, of Selma. 

F. W. Whited, Frost Industries, 
Shreveport, succeeds H. C. Cabe, 
Gurdon, Ark., as Arkansas director. 
E. L. Douglass, of Augusta, suc- 
ceeds S. F. Gutherie, Greensboro 
Lumber Company, as the Georgia 
director. 

The Southern Pine Industry 
Committee re-elected the following 
officers: R. M. Eagle, Carmona, 
Tex., chairman; G. R. Swift, At- 
more, Ala., vice-chairman, B.. &. 
Berckes, New Orleans, La., secre- 
tary. 
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ANOTHER ADVANTAGE OF BUILDING WITH HOMASOTE... 








NO NEED TO FEAR 


MAXIMUM SIZE, HURRICANES 


TORNADOES 


STRENGTH and ut | TWISTERS 
INSULATING VALUE 


combined with 


LIGHT WEIGHT ... for the alain 


... for New Home Construction 
No matter what the emergency, Weatherproof Homasote : for Modernization of 


always plays an important part in the construction picture. i e 
This famous insulating-building board—combining homes, offices, factories, 


unusual strength with sizes up to 8’ x 14’—meets all types of farm buildings 
military and civilian construction, temporary or permanent 
... barracks, warehouses, housing, field and ammunition shelters, 








field kitchens, camouflage, map mounting and road signs. ee 
ee ee ee ee 8930 POUNDS 
Homasote’s light weight makes it easy to handle; its strength and 

HOMASOTE BIG SHEETS 


~ 


compactness permit easy portability without breakage. 





For new home construction, Homasote provides the strongest 

insulation-board sheathing available. For interior, dry wall = ; — 6850 

construction, the big sheets provide crackproof walls and an ideal | en 
° . Tr . o* 

base for either wallpaper or paint. The average room wall is L--~ POUNDS 

covered with one piece—8 feet high and up to 14 feet in length! ~~ —+4-—-- 2 





With its high resistance to air infiltration and moisture, Homasote 
has successfully withstood the greatest extremes of snow, hurricanes, 


—s* 











C4 
tornadoes and floods—from the Aleutians to the Antarctic. on 
o/“~DIAGONAL 


For modernization and repairs, Homasote finds many uses PINE T.& G. SHEATHING 
in all types of buildings...to finish an attic or add a room; 





for renovating porch ceilings; for factory office partitions; 








for storage and construction sheds, garages, play houses, tool houses, } 
barns, roadside stands, dog houses, bath houses; for outdoor 


advertising signs; for boat and trailer interiors. } 


Write for literature and specifications folder showing how to use this HORIZONTAL 
outstanding product. Please give us the name of your lumber dealer! PINE T. & G. SHEATHING 2400 

| A 
——— —— 


POUNDS 

















HOMASOTE COMPANY, Trenton 3, N. J. 








1.0 2.0 3.0 
RACKING TESTS prove Homasote Sheathing 
33.6% stronger than diagonal wood sheathing 
and 272% stronger than horizontal wood 
sheathing. 


... oldest and strongest insulating-building board on the market 


Nova Sales Co.—a wholly-owned Homasote subsidiary—distributes the Nova Roller Door, Nova-l. P.C Water- 
proofing Products, the Nova Shingle and Nova-Speed Shingling Clip and the Nova Loc-Nail. Write for literature. 


MAY, 1951... . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 49 








3.300 Attend Streamlined Texas Conv 


Milstead is New 
President of TLA 


MANAGEMENT PROBLEMS as 
discussed under the leadership of 
five specialists proved to be the 
principal academic attraction for 
dealers at the 65th annual conven- 
tion of the Lumbermen’s Associa- 
tion of Texas, in Galveston, April 
23-25. 

And the new streamlined style 
of this annual meeting—which 
again attracted registration of ap- 
proximately 3,500 seemed , to 
please the membership. Streamlin- 
ing was accomplished by limitmg 
full business sessions to two, with 
two principal speakers for each. 

Two hundred dealers gathered 
for lunch before the Top Manage- 
ment forum in the main ballroom 
of the Buccaneer Hotel and evi- 
denced exceptional interest in three 
subjects. These were: 

“Promotion and Advertising,” 
discussed by R. N. Aylin, head of a 
Houston advertising agency that 
specializes in lumber accounts. 

“Employee Relations,” by Har- 
vy Richards 

“Office 
Campbell 

Two other subjects included in 
the forum were “Manufacturer Re- 


Systems,” by Ralph 


lations,” by A. B,. Sammons, and 
“War Contracts,” by Al Aldrich. 
W. B. Henderson, past-president, 
acted as moderator and interest 
was so keen that the meeting did 
not break up until after 4 p. m. 

In their customary luncheon 
meeting on the second day of the 
convention, directors of the asso- 
ciation accepted recommendations 
of their nominating committee and 
advanced most principal officers. 

John R. Armstrong, of Amarillo, 
was succeeded in the presidency by 
W. B. Milstead, of Houston, who 
moved up from first vice-president. 
Warren F. Keys, of Marshall, was 
advanced from second to first vice- 
president. The nominating commit- 
tee reached into the board for a 
new second vice-president in the 
person of John Armstrong, of San 
Angelo. W. B. Carssow, of Austin, 
was re-elected third vice-president 

After several years of service to 
the association, Vernor McCall, of 
Houston, asked to be relieved as 
treasurer, so Director Carroll R. 
Delhomme, of Houston, was elect- 
ed in his place. Other officers, 
who were re-elected, included M. 
T. Bronstad, of Denison, sergeant- 
at-arms: Jack Dionne, of Houston, 
honorary secretary, and Gene Eb- 
ersole, of Houston, executive vice- 
president. 


miion 


The general convention elected 
these directors to join holdovers in 
a board consisting of 45 members: 
Vern Carlson, of Edenburg; Ray 
Cole, of Beaumont; Richard L. 
Sanders, of El Paso; C. L, Dobbins, 
of Austin; Lamar J. West, of Floy- 
dada; Marion Stephens, of Wichita 
Falls; S. S. Forrest, of Lubbock; 
J. B. Moffett, of Longview; Frank 
Sims, of San Antonio; John Deffe- 
bach, of Abilene, and F. E. Beecroft, 
of Uvalde. 

At the first business session, 40 
dealers seated on the rostrum were 
introduced as members who had 
distinguished themselves in civic 
life by participation in_ politics, 
Chamber of Commerce, or other 
work. Although the meeting was 
in Galveston as usual, it was point- 
ed out that San Antonio dealers 
had served as hosts to relieve Gal- 
veston dealers of the burden. 

In the president's annual report, 
John R. Armstrong simply related 
activities of the association during 
his administration. He said the 
membership had risen to 1,570, 

The only industry speaker from 
outside Texas was Clyde Fulton, 
president of the National Retail 
Lumber Dealers Association. He 
expressed the opinion that seven 
government controls now in effect 
will be fairly administered with 


New officers of the Lumber- 
men’s Association of Texas 
are seen at left. Seated from 
left are M. T. Bronstad, of 
Denison,  sergeant-at-arms; 
Warren B. Keys, of Marshall, 
first vice-president; W. b. 
Milstead, of Houston, presi- 
dent; John Armstrong, of 
San Angelo, second vice- 
president. Standing, left to 
right, are Gene Ebersole, 
Jack Dionne, and Carroll R. 
Delhomme, all of Houston. 
Ebersole is executive vice- 
president. Diovne is honor- 
ary secretary. Delhomme 
succeeded Vernor McCall as 
the association treasurer. 
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LOCAL JOBBER STOCKS MAKE IT EASY 10 SELL 


j TENSION-tite 


*Trodemark 


WINDOW SCREENS 


DEALERS CARRY JUST 
THE FAST MOVING SIZES 


TENSION-tite screens are made in all standard modular and 
fractional sizes . . . and are stocked by jobbers located in 
most areas. Carry the fast-moving sizes, and rely on your 
jobber for immediate service on fill-in stocks. 

More than a million TENSION-tite aluminum screens are 
now in use. Are you getting your share of this attractive 
screen business? 





! 

@ ALL ALUMINUM: 

e NO PAINTING ~EVER? 

@ WON'T RUST OR STAIN 
@ INSTALLED FROM INSIDE 


74° 


— 


PRESS DOWN PUSH OUT 


a 
For easy window washing WITHIN 5 MINUTES: 


COSTS LESS THAN 
OLD-TYPE SCREENS! 


@ MORE THAN A MILLION 
Exclusive NOW IN USE! 
\. GUIDE BAR — 
SPEEDS INSTALLATION TENSION tite 


~ WINDOW SCREEWS 
: > lace the five 
1s exactly where to pl : 
movable GUIDE BAR shows ¢ ) ss crew driver. 
pany a perfect fit. Only tool needed is a scre 
screw : 











e.h|[€° 
Lots of Merchandising Help 
Your jobber is prepared to supply you with 
display material, models, folders, stickers, 
and other merchandising aids so that 


you can let your customers know 
that you carry popular 


WRITE OR WIRE TODAY FOR NAME OF JOBBER IN YOUR AREA 


RUDIGER-LANG CO. 


Factories in Berkeley, Calif., and Toccoa, Ga 
2701 EIGHTH STREET, BERKELEY 10, CALIFORNIA P. O. BOX 468, TOCCOA, GEORGIA 
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Charles E. Wilson and Eric John- 
ston in high position. 

“Some dealers are being subject- 
ed to a price squeeze,” he added, 
“but OPS is sympathetic and I 
really think we'll get relief in a 
short time. And with a 20-per-cent 
decline in housing starts in March, 
high government factors are not 
so concerned that a ‘building boom’ 
will continue.” 

The delegates’ attention was 
turned to dangers that beset the 
nation from within and without in 
addresses by Ed Gossett, Texas 
13th district congressman, and Har- 
rison Wood, author and commen- 
tator. 

Gossett declared that America 
can not afford another war; that 
win, lose, or draw, another con- 
flict would be the end of American 
civilization, and that the nation 
stands a chance of embracing na- 
tional socialism and losing the 
cold war. 

He cited five reasons “why we 
may march into national socialism 
and thence into oblivion’: ignor- 
ance of the danger on the part of 
great masses; indifference; big gov- 
ernment and expanding bureau- 
cracy; a mania for security, and 
political apostasy. 7 

Wood said he agreed with Gen- 
eral MacArthur, who made per- 
haps the greatest speech heard by 
Congress in a quarter of a century, 
on all but one point. Wood opposes 
sending a large army into China 
or any other country. 

“We can win over Stalin with 
our air and sea power. You should 
insist, in letters to your congress- 
men, that our money be spent on 
those branches. We have learned 
some painful lessons in Korea, 
among them that we can not win 
on the ground in any war with 
Stalin—and that is where he hopes 
we will fight him.” 

Wood said that the systematic 
buying of gold in free markets by 
an international crime syndicate 
will soon make headlines and that 
this buying program could become 
a greater menace to America than 
Communism. 

C. W. Smith, director of the 
Southwest Research Institute's di- 
vision of housing and construction 
technology, frankly told lumber- 
men that the public had been buy- 
because buyers 
was offered 


ing inferior houses 
had to take what 

Lynn Boyd, of Pampa, Hoo Hoo’: 
grand snark of the universe, was 
in attendance at a Hoo-Hoo con- 
catenation at which 50 Kittens 
were inducted, the second largest 
class this yeal 
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MAKE CONVENTION 
RESERVATIONS NOW 











FOREST Products Research So- 
ciety and International Industry 
Show. May 7-13. Convention Hall, 
Philadelphia, Pa. 


NATIONAL Retail Lumber Deal- 
ers Association’s spring meeting of 
board of directors and committees. 
May 20-23. Shoreham Hotel, Wash- 
ington, D, C. 


SOUTHERN SASH and Door 
Jobbers Association. Annual meet- 
ing. June 4-5. Peabody Hotel, 
Memphis, Tenn. 


NATIONAL PLYWOOD Distrib- 
utors Association and National 
Building Material Distributors As- 
sociation. June 10-13. Sun Valley, 
Idaho. 


**Mo-Kan’’ New Name 
For Old Missouri Group 


Members of the Northwest Mis- 
Lumbermen’s_ Association 
voted to change the name of their 
organization to the Mo-Kan Lum- 
bermen’s Association at a meeting 
April 5 at the Hotel Robidoux in 
St. Joseph, Mo. 

The group includes dealers from 
northwest Missouri, northeast Kan- 
sas, and southern Iowa. 

Harold Harpster, Hiawatha, 
Kan., was named president for the 
year. Dwight Hall, Skidmore, Mo., 
is new vice-president and Bill Mor- 
row, Lawson, Mo., is secretary- 
treasurer. 

New directors are Bill Reese, 
Highland, Kan., and Marion Rou- 
sey, Horton, Kan. 


Landgraf New Leader of 
Southeast Missourians 


L. H. Landgraf, president of the 
Landgraf Lumber Company of 
Cape Girardeau, Mo., was chosen 
president of the Southeast Missouri 
Retail Lumber Dealers Association 
at that group’s recent 43rd annual 
convention in Cape Girardeau 

Other officers elected were John 
Kiefner, Perryville, vice-president 
William T. Nethery, Hayti, secre- 
tary-treasurer; W. J. Kies, Jr., 
Cape Girardeau, and John Strum, 
St. James, directors 

Over 200 members and associ- 
ates attended the convention. 


Southern Woodwork 
Association Meets Soon 


The annual spring meeting of 
the Southern Woodwork Associa- 
tion will be held at the Henry 
Grady Hotel in Atlanta, Ga., June 
6-7. 

Major items on the agenda will 
be progress in development of the 
association’s kit of architectural 
aids for millwork manufacturers, 
progress in obtaining “Seal of Ap- 
proval” certification by the Amer- 
ican Wood Window Institute of 
standard items produced hy SWA 
members, and the advisability of 
pension plans for manufacturers. 

R. W. Block, of Birmingham, 
Ala., is working with Counselor J. 
G. Rowell in producing drawings 
for the architectural aid kit. So is 
Joe Durham, of the Willingham- 
Tift Lumber Company, Atlanta. 


Tennesseans Plan 
Management Clinic 


Something new in the way of 
dealer association services—at least 
for the South—will be held at 
Knoxville, Tenn., this autumn. It 
will be a five-day Management 
Clinic for sales executives in the 
light construction industry. 

This clinic will be conducted by 
the College of Business Adminis- 
tration at the University of Ten- 
nessee under the joint sponsorship 
of the Tennessee Building Material 
Association, according to R. O. 
Brownlee, secretary-manager of 
the dealer organization. 

The topics to be covered in the 
clinic will be divided into three 
major classifications: sound busi- 
ness practices, attracting the pub- 
lic into a business establishment, 
and completing sales to satisfac- 
tion of both buyer and seller, 


Alabama Fishing 
Rodeo Set for July 27 


The 21st annual deep-sea fish- 
ing rodeo of the Alabama Building 
Material Exchange will be held at 
Panama City, Fla., July 27-28, ac- 
cording to President Thornton 
Estes. 

Room reservations are being 
made by the Exchange office at 
both the Dixie-Sherman Hotel and 
the new Dutch Hotel on the beach. 

The Rodeo Committee is com- 
prised of Estes, Sam Scalco, Kelly 
Hyche, Bedford Seale, Wright 
Smith, James Grayson, and H. H. 
Caldwell 
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ONE MAN CAN HANDLE the big sheets 


of Johns-Manville 


...and the J-M trademark is the sign 


These large tough boards reduce construction costs 


...can be used with any type of exterior finish! 
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WITH ASBESTOS SHINGLES: 
J-M Asbestos Siding Shingles 
may be applied directly to 
J-M Weathertite Sheathing, 
by using self-clinching or 
self-locking nails, such as 
Esnail, or the new Loc-Nail 
illustrated in inset. Drive 
nails at any convenient points 
—no need to locate or avoid 
studs. After the base of the 
nailhead strikes the shingle, 
further tapping flattens the 
head and clinches the foot 
against the back side of the 
Weathertite Sheathing. 


Weathertite Sheathing 


of a quality-built home 


>" joint for horizontal application 


@ Notice how easily J-M Weathertite 
Sheathing is handled by one man. He can 
make fast progress, too, covering a large 
area with each big sheet. And he can lift 
the sheets high overhead without help, 
getting more work done without the use 
of ladders or scaffolding. 

Many builders have found that it takes 
only 8 or 9 man-hours to apply 1000 
feet of J-M Weathertite—a saving of at 
least 30% in labor! 

And they report a 75% reduction in 
waste material. At the same time, the 
homeowner gets a better home, because 
Weathertite is a J-M Insulating Board 
Product: it insulates as it builds. 

For application vertically, J-M Weather- 
tite Sheathing comes 25/32" or 14"' thick, 
four feet wide, and in lengths to reach 
from sill to plate. For horizontal applica- 
tion, the sheets are 2' x 8', and 25/32"' 
thick. “‘V-tite”’ joint (see inset above) 
prevents infiltration of weather. 

The J-M trademark appears promi- 
nently on each board, instantly identifying 
the builder as a user of quality building 
materials. For further information, write 
Johns-Manville, Box 290, N. Y. 16, N. Y. 


WITH BRICK VENEER: In this construction 
the brick ties are simply nailed through 
the Johns-Manville Weathertite Sheathing 
and into the studding. 


WITH CLAPBOARDS: The clapboards are 
nailed in the conventional manner through 
the Johns-Manville Weathertite Sheathing 


johns: Manville iJ Johns-Manville 
and into the studding. F 1 
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FRE Banker Optimistic in Talk 
at Popular Florida Dealer Convention 


WITH A RECORD attendance of 
nearly 500, the 3lst annual con- 
vention of the Florida Lumber and 
Millwork Association at Daytona 
Beach, Fla., April 18-20, closed on 
a high note of optimism expressed 
by a banker. 

Charles W. Williams, vice-presi- 
dent of the Federal Reserve Bank, 
Richmond, Va., declared that “in 
my neck of the woods, I’ve heard 
few estimates that the number of 
dwelling starts for 1951 would be 
as low as 900,000. I expect it to 
be higher. 

“We're just trying to lop off the 
40-per-cent increase last year over 
1949, and 1949 was the second 
highest year,” he expalined. 

Williams talked of maintaining 
stability, “We have been living in 
a highly bloated or inflated era 

. The guilded era of the 20's 
never saw anything like this. No 
wonder we have a 50-cent dollar!” 

Commercial banks now realize 
that they have filtered too much 
credit into the economy, so money 
is going to be a little harder to 
get, he said. He doesn’t think this 
will greatly curtail the building 
outlook for the year. The biggest 
problems still are building ma- 
terials and labor supply, he 
stressed. 

Military spending at five billion 
dollars per month will “eat into 
commodities” and the labor situa- 
tion is tight and will get tighter 


as the defense program progresses. 

Williams told the lumbermen 
that they've been overdoing their 
gloom. “By June or July, things 
should clear up,” he said, “The 
second half of the year is going to 
be better than most of you 
suspect.” 

He thinks the labor problem will 
be solved as more women return 
to jobs, He said the workman to- 
day is on a 41-hour week, but that 
this time next year it should be a 
42- or 43-hour week. He saw an- 
other round of wage increases. 

Outstanding session Thursday 
was the open forum on the sub- 
ject, “The Building Material Out- 
look.” 

On the panel were Lee Bartholo- 
mew, vice-president, Southern 
States Iron Roofing Company, 
Savannah; Lester W. Foley, presi- 
dent, Foley Lumber and Export 
Corporation, Jacksonville; R. S. 
Hammond, vice-president and gen- 
eral sales manager, Johns-Man- 
ville, Building Products Division, 
New York City; E. H. Libbey, sec- 
retary, National Retail Lumber 
Dealers Association, Washington, 
D. C., and Howard Johnson, vice- 
president, Atlantic Steel Company, 
Atlanta. Moderator was E. G. 
Gavin, of Chicago, editor of Amer- 
ican Builder. 

The panel lasted two hours and 
after the experts were through 
they had built up a bright build- 


for Florida—barring 
extreme govern- 
ment controls, or all-out war. 
They didn’t think 1951 would 
measure up to 1950. As Gavin put 
it, they were critical of ““govern- 
mental uncertainty.” 

“There is no gloom with re- 
spect to the building market,” 
Gavin declared. ‘How serious the 
government is about cutting con- 
struction, I don’t know. I don’t 
think anyone does.” He blamed 
growing federal controls and lack 
of efficient organization for the 
confusion that exists in the build- 
ing industry. 

“Fifty years from now you won't 
recognize this state of Florida,” 
said Gavin. He foresaw many 
homes in the ‘open spaces.” 

Gavin pointed out that the FHA 
this year looks for 850,000 housing 
units — 550,000 less than the 
record 1,400,000 for last year. He 
estimated that 900,000 units will 
be built this year, and both Libbey 
and Hammond agreed with him. 

A fairly good picture of the 
availability of 10 building ma- 
terials was painted by Hammond. 
Some of his comments, which he 
said were based upon conversa- 
tions with dealers and manufac- 
turers: 

Asphalt roofing—‘No indication 
of any serious shortage.” 

Rock and mineral wooi—*‘Safely 
say no shortage in Florida.” 

Asbestos cement—‘‘Might be 
brief delays.” 

Insulation board — “Situation 
somewhat tighter. Government 
uses quite a lot .. . Whether there 


ing picture 
serious strikes, 


H. Libbey, NRLDA secretary, Washington, D. C.; E. G. 
Gavin, editor, AMERICAN BUILDER, Chicago; Howard 
Johnson, Atlantic Steel Company, Atlanta, and R. S. 
Hammond, Johns-Manville Sales Corporation, New York 
City. Gavin was moderator of the lively discussion, 
which is covered in the accompanying convention report. 


Highlight of the recent convention of Florida dealers at 
Daytona Beach was the discussion of “The Building 
Materia] Outlook” by this panel of six industry spokes- 
men. From left, they are Lester W. Foley, Foley Lumber 
and Export Corporation, Jacksonville; Lee Bartholomew, 
Southern States Iron Roofing Company, Savannah; E. 
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"That First Jump 
1s a PUSH-OVER now that 


EVERYTHING HINGES ON HAGER /“ 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. *® 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
= 
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will be remains to be 
seen.” 

Hardwood—‘“Amount 
for civilian use will 
government orders.” 

Plumbing fixtures—‘‘Enough for 
850,000 units. .. Next three months 
may be tight.” 

Builders hardware—‘Supply a 
little less in °51, but no shortage 
expected.” 

Paint—‘‘Should be adequate ex- 
cept for light colors. . . Glass con- 
tainers not satisfactory.” 

Composition flooring and tile— 
“Seems to be no shortage at pres- 
ent.” 

Foley predicted that supplies of 
lumber would be adequate to meet 
both civilian and military means. 
He said plywood will remain in 
short supply for the rest of the 
year. “By '52 we should have an 
oversupply of plywood.” 

W. J. Whitmore, manager of 
Whitmore Industrial Trucks, Tam- 
pa, showed the film, ‘‘Mechanize 
for Profit.” 

“Remember,” he emphasized, 
“you save money by putting lum- 
ber into storage quickly.” 

He pointed out that steel strap- 
ping is being used in increasing 
amounts so that lumber reaches 
customers as ordered.” 

The final day of the convention 
was highlighted by the elections 
and talks by Don A. Campbell, 
secretary-manager Kentucky Re- 
tail Dealers Association and past- 
president of the National Retail 
Lumber Dealers Association, of 
Lebanon, Ky., and FRB’s Charles 
W. Williams. 

Campbell, speaking on “Your 
Place in History,” wanted to know 
what was wrong with the “work 
or win formula.” 

“Everyone is for economy—in 
the abstract,” he said, “except 
where federal funds are aimed in 
our direction.” 

Elected as new president of the 
Florida Lumber and Millwork As- 
sociation was Francis J. Igou, of 
Orlando, who moved up from 
vice-president. The retiring presi- 
dent, Robert D. Morris, of Jackson- 
ville, was named dealer director 
to NRLDA and director-at-large 
for the association. 

Serving as vice-presidents will 
be B. Frank Edwards, of Tampa; 
John Sheffield, of West Palm 
Beach, and A. L. Combs, of Gaines- 
ville. 

This was the year to elect as- 
sociation directors from the even- 
numbered districts. The new board 
members by districts are: No. 2, A. 
E. Thornton, Tallahassee; No. 4, T. 


enough 


available 
depend on 
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Principal officers of the Florida Lumber and Millwork Association for 

the ensuing year are shown above. Left to right, they are Mrs. Marie Ben- 

nett, Robert D. Morris, and Francis J. Igou. Of Orlando, Igou is the new 

association president. Morris is the immediate past-president and newly- 

elected dealer-director to the National Retail Lumber Dealers Association 
{rom Florida. Mrs. Bennett is the secretary-treasurer. 


H. Mitchell, Daytona Beach; No. 6, 
Charles F. Lunsford, Delray 
Beach, No. 8, Edward Simpson; No. 
10, A. M. Hess, Florence Villa, 
Fla.; No. 12, Gray Eckles, St. 
Petersburg, and No. 14, C. W. 
Trotter, Ocala. 

The new associate directors are 
Carl Slack, Miami; H. L. Morris, 
Quincy, and J. D. Setzer, Tampa. 

Probably the ‘most complete and 
most impressive’ Hoo-Hoo conca- 


tenation ever held in Florida was 
staged Wednesday evening under 
the leadership of John Dolcater, 
bojum member of the Hoo-Hoo 
Supreme Nine, and Tom Waite, 
Florida vicegerent snark, both of 
Tampa. Twenty-two Kittens were 
properly inducted and then sup- 
plied somber thoughts by the 
grand snark of the universe, Lynn 
Boyd, Pampa, Tex., retail lumber 
dealer. 





Arkansas Dealers Commend Probe 
of RFC and the Crime Investigation 


THE ARKANSAS Retail Lumber 
Dealers Association opened its for- 
ty-seventh annual convention at 
Little Rock, by adopting resolu- 
tions that opposed untaxed co- 
operatives and federal housing. 

The 150 members who convened 
at the Hotel Marion, April 11-12, 
enthusiastically endorsed the reso- 
lution that called for a halt in fed- 
eral housing projects in competi- 
tion with private industry. 

The group went on record as not 
against cooperatives, but against 
those operating in the lumber field 
who are not paying taxes. 

A third resolution approved the 
RFC probe conducted by Repre- 
sentative Fullbright, and com- 


SOUTHERN 


mended Senator Estes Kefauver in 
the crime investigation. 

New officers elected were E. E. 
Bonsteel, of Harrison, president; 
T. A. Holt, of Marked Tree, first 
vice-president; Byron Howlett, of 
Monticello, second vice-president; 
A. C. Davidson, of Little Rock, 
treasurer; DeMatt Henderson, of 
Little Rock, re-elected executive 
secretary. 

Directors: Arthur Diffie, North 
Little Rock; Robert Cargile, Fort 
Smith; T. J. Strauss, Malvern; A. 
W. Davis, Lake Village. All di- 
rectors will serve for three years. 

Allan T. Flint, secretary-man- 
ager of the Southwestern Lumber- 
men’s Association, Kansas City, 
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VU-WO0D 
om 


feom magic 


NL-WOOD 


interior finish 
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Colorful 
window posters 


NU-WOC 


Forceful direct mail 


And many more sales-building 
promotions every month! 


HERE ARE PROFIT 
YOU CAN TIE TO! 


The year’s best profit tie-in! That's the 
verdict of lumber dealers who are teaming 
up with the national promotion of the 
Nu-Wood and Balsam-Wool System. Mil- 
lions of home owners are reading about 
this system in the country’s top home 
magazines. Thousands will go to their 
lumber dealers to ask how they can use 
this system to modernize attics, basements 
and other rooms in their homes. 

To put YOU in the picture, Wood 
Conversion Company offers a complete 
promotional package—all the sales aids 
shown on this page, plus active help in 
staging your own local promotion. Find 
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out now why the Balsam-Wool and 
Nu-Wood System makes jobs easy to sell 
by showing home owners how remodeling 
will actually pay for itself. Write for com- 
plete Promotional Kit today, or ask your 
Wood Conversion representative. Wood 
Conversion Company, Dept. 131-51, First 
National Bank Bldg., St. Paul 1, Minnesota. 


Products of / : 


Weyerhaeuser 
*REG.U.S. 
PAT. OFF. 
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Mo., advised dealers to “sell the 
customer confidence in his ability 
to buy any supplies he needs.” 
There are only one or two items 
that are really short, he pointed 
out, and even these can be sup- 
plied. 

Flint urged lumber dealers to 
take an active interest in politics, 
and, when equipped, to run for of- 
fice. “‘Attend political caucuses in 
your community. Dozens of men in 
this audience are good material 
for governmental office.” 

He pointed out that there is only 
one lumberman among the 136 
legislators in the state. While the 
lumber dealers neglect state gov- 
ernment, other men who are in di- 
rect or indirect competition with 
the dealers are putting time, serv- 
ice, and money into politics, which 
yields them benefits in publicity 
and helpful legislation that they 
are able to influence. 

Protests against government 
controls were voiced by Needham 
Ball, executive vice-president of 
the Louisiana Building Material 
Dealers Association, of Baton 
Rouge, La. “I think it is a mistake 
for any American business man to 
sit back and take some government 
regulations without voicing a pro- 
test,” he said. 

Cyril J. Jedlicka, vice-president 
of the City Bank and Trust Com- 
pany, Kansas City, Mo., insisted 
that there is a direct connection 
between collections and salesman- 
ship. Salesmanship, he suggested, 
starts with the appearance of the 
yard. He urged attractive new 
fronts and plenty of fresh paint 
on all buildings. “It is hard to un- 


E. E. Bonsteel, of 
Harrison, left, new 
president of the 
Arkansas Retail 
Lumber Dealers As- 
sociation, receives 
congratula- 
tions from George 
Packard, of Fort 
Smith, whom he 
succeeded at the 
recent convention 
in Little Rock. 
Above are shown 
four of the six wom- 
en building material 
dealers in attend- 
ance at the annual 
Arkansas meeting. 


sell 
own 


derstand how a yard can 
paint,” he said, “when its 
buildings need painting.” 
FHA Title I loans, he pointed 
out, have a good effect on public 
economy. It is more important 
than ever to improve and maintain 


existing houses. For improving 
homes, FHA Title I loans are not 
hard to handle, . 
“The dealer who serves his cus- 
tomer by being active in the FHA 
program discourages buying from 
outside dealers or peddlers.” 





In the photo at left, R. F. Evans proudly shows off a 
hand-carved mahogany bird dog he won as a door prize 
at one of the business sessions at the Mississippi con- 
vention in Biloxi. He is one of four dealers selected as 
“honored members” for the convention. At far right is 
Bill Woodbridge, a guest speaker and secretary-manager 
of the Red Cedar Shingle Bureau, Seattle, Wash. 
other honored members seen here are Royce Kimbrell, 
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Meridian, and F. H. Cannon, Clarksdale. The fourth, H. 
S. Prosser, was not at the convention because of illness. 
Above, R. C. Stockett, second from right, newly-elect- 
ed president of the Mississippi association, takes the 
gavel from the capable retiring president, Earl M. Jones. 
The other two officers elected to serve for the coming 
year are Second Vice-President T. A. Higdon and First 
Vice-President W. P. Kelly. 


SCUTHERN BUILDING SUPPLIES for MAY, 1951 








MIRROR-SMOOTH, HI- 
BAKED ENAMEL SUR- 
FACE. COMES 











THE NEW, CON- 
TOUR BEVEL SCORE 
LINE ADDS EVEN 


— FOR WALLS, CEIL- 
GREATER yews INGS, FLAT OR 


CURVED SURFACES, 
ARCHES, RECESSES. 





2e@ 

BEAUTY ~~ 
PERMANENCE 
ECONOMY 

EASY TO CLEAN — A ALL COMBINED IN ONE 
DAMP CLOTH QUICKLY 
RESTORES ORIGINAL 
LUSTRE AND NEWNESS. ee 


“~ =< aA, 
es 


EASY TO INSTALL. 
ONCE APPLIED IT 
NEVER NEEDS RE- 
PAINTING OR RE- 
FINISHING. 


F2 )\ e 
WILL HELP YOU SELL MORE 


Minacle Walls |, TYLAC 


Wherever it is installed Miracle Walls by TYLAC builds greater satis- 
faction for your customers — more good will and more profits for you. 


There is a wide need for TYLAC—=in homes, stores, offices, schools, PEER OF ALL PRE-FINISHED 
hotels, hospitals and public buildings of every kind—for new construc- hepa eteg  B be 
tion or modernization. Its sparkling hi-baked plastic enamel pre-finish ore 

- ; PROFITS — QUICK PROFITS. 
offers a practical beauty, a permanence and utmost economy of installa- 
tion and upkeep —that appeals to every taste, in every market — large 


or small. 











Tylac helps you make “extra profit” sales, such as: Tylac Super Cement, 
Tylac Touch-up, Tylac Calk, Tylac Wax Base Polish, and other products. 
Why not join the ranks of prosperous TYLAC dealers — for more satis- 
faction — for greater Sales and more Profits. 


Write today for our new liberal Sales Pian, our many 
Advertising and Dealer Helps, Displays—prices and discounts. 


TA PAP AVANV IZA Wreincctca nan 
"PIONEERS IN THE PREFINISHED WALL PANEL INDUSTRY 
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ZF s 

AL (pat. pending) the 
invisible silicone masonry 
water repellent keeps brick, 
stone and concrete walls” 
bone dry. It stops dampness 
dead. A single application 
(sprayed on quickly at low cost) 
keeps moisture out indefinitely 
yet allows your walls to” 
breathe. Also retards staining,” 
prevents efflorescence, protects 
masonry joints and safeguards 
interior decorating. 

Little wonder CRYSTAL, 
furnishing low cost protection, 
is specified by leading 
architects, used on great 
building projects as well as on 
thousands of small homes, 
apartments, schools, churches, 
hospitals and industrial plants. 


there is no water repellent 
to equal LAYSTAL... none 
...none in all the world! 


Send for LA VS FAL 
New Comprehensive Manual 
— How to Keep Walls Dry 


4980 Fyler Ave., St. Lovis 9, Mo. 
Send me your NEW comprehensive 

manual on Crystal. 

Name_ 

Firm— 

Address = 

oa 


& 


1 WURDACK CHEMICAL COMPANY 


St. Lovis 9, Mo. 








i 


Zone 


4980 Fyler Ave. °@ 


60 MAY, 1951 





Woodbridge Tells Mississippians 
Publie to Blame for Politicians 


“GENTLEMEN, I am tired of hear- 
ing you lambast Mr. Truman and 
the administration in Washington,” 
W. W. Woodbridge told members 
of the Mississippi Retail Lumber 
Dealers Association, as he _ re- 
minded them that voters are the 
ones who put these federal leaders 
in office. 

While the nation is spending its 
way into bankruptcy, he warned, 
too many of us “sit around laugh- 
ing at Truman jokes.’ The oc- 
casion of his speech, entitled “The 
Fourth Corner of the Triangle,” 
was the 25th annual convention of 
this retail association at the Buena 
Vista Hotel in Biloxi, April 5-6. 
Woodbridge is secretary-manager 
of the Red Cedar Shingle Bureau, 
Seattle, Wash. 

Describing the triangle as the 
“eternal and everlasting symbol of 
life itself,” he mentioned such 
three-part examples as the Trinity; 
the North, South, and West sec- 
tions of our nation; Republican, 
Democratic, and independent vot- 
ers in our political life. “Do- 
Gooders” have been trying to up- 
set triangles ever since ancient 
peoples started the Tower of 
Babel, he pointed out. 

He decried the fact that so many 
Southerners were too Southern to 
vote Republican and too anti- 
Truman to vote Democratic—and 
thus threw away their voting 
privileges, 

Clayton Rand, Gulfport, Miss., 
newspaper editor and humorist, 
provoked many laughs with de- 
tails of the trip he made to Europe 
last summer. Throughout his talk, 
“It’s Nearer Than You Think,” he 
gave first-hand information on 
conditions in Britain under a 
socialistic regime. 

The welfare state is paying the 
bills not so much by robbing the 
rich as by destroying the middle 
class, Rand said, and warned that 
historically we follow the English 
in our thinking. 

Asserting that the United States 
is financing a great part of Eng- 
land’s socialism — virtually 
through an international WPA—he 
implored that we “save ourselves 
before we save Europe.” He sug- 
gested that we clean up our own 
government in Washington before 
criticising foreign leaders. 

Rand described the folly of our 
age as believing that the key to 


prosperity lies in “squandering the 
wealth of our forefathers and 
mortgaging the inheritance of our 
grandchildren.” 

Two sound-color films—the Red 
Cedar Shingle Bureau’s “Walls of 
Wisdom” and the West Coast Lum- 
bermen’s Association’s “The Magic 
of Lumber’—were enjoyed by 
conventioneers. 

More than 40 exhibits were dis- 
played conveniently in a room be- 
tween the hotel lobby and the hall 
where business sessions were held. 

Three new officers and two 
directors were elected at the clos- 
ing business session. R. C. Stockett, 
Jackson Lumber Company, Jack- 
son, moved up from first vice- 
president to president. His former 
office was filled by W. P. Kelly, 
Builders Lumber and_ Supply 
Company, Winona, formerly sec- 
ond vice-president. T. A, Higdon, 
Builders Hardware and Supply 
Company, Forest, and former as- 
sociation director, was elected sec- 
ond vice-president. 

W. S. Curry, Curry Lumber 
Company, Itta Bena, was made a 
director from District 2 and Joel 
King, Terry Road Lumber Yard, 
Jackson, a director from District 6. 

The steering committee and 
other officers and directors were 
re-elected. E. B. Lemmons con- 
tinues as executive secretary- 
treasurer. 


Texans Choose Smith 


Gene Ebersole, J. R. Fielder, and 
Paul Brown outlined government 
orders and regulations affecting 
the building supply industry for 
members of the Central West Tex- 
as Lumber Dealers Association at 
their recent annual banquet in 
Abilene. Ebersole is executive vice- 
president of the Lumbermen’s As- 
sociation. Fielder and Brown are 
directors, 

More than 120 dealers from 30 
towns were present. 

Fred Smith, manager of Rock- 
well Brothers and Company, Ham- 
lin, was elevated to the presiden- 
cy, succeeding Marion Dortch. W. 
T. Austin, Jennings Lumber Com- 
pany, Abilene, was made first vice- 
president; Waylon Cleckler, Alston 
Lumber Company, Sweetwater, 
second vice-president, and G. C. 
Spence, Forrest Builders Supply, 
Snyder, secretary-treasurer, 
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use UPSON 


KUVER-KRAK 
PANELS 


says Fred Ludwig, President, 
Merritt Lumber Yards, Inc., 
Reading, Pa., one of Ameri- = | = 
ca’s prominent dealers. a 


CRACKED 

CEILINGS 

IN YOUR 
OWN HOME 7? 


Mr. Lumber Dealer: Follow the 
Advice of Your Business Friends 


How long since you looked at the ceilings in your own home? 

Chances are you too have a cracked ceiling that needs 
attention. 

Do this. Prove to yourself once and for all that there is no 
material like Upson Kuver-Krak Panels for re-covering cracked 
ceilings. Apply an Upson Ceiling in your own home. 

See how quickly . . . how easily the job is done. No muss, 
fuss, confusion or irritating delays. No seeping, floating white 
dust to cause an extra housecleaning. Then note the beautiful 
result and remember this ceiling will give you a lifetime of 
satisfaction. You’ll want every customer to solve his cracked 
ceiling problem the same way. 

If you have no Upson Kuver-Krak Panels in stock, write 
or send the coupon right away. 


“Having great faith in Upson Panels, 
developed through the many _ years 
we’ve handled them, prompted me to 
use them in my own residence for re- 
covering cracked plaster. 

“T am glad to report these panels 
have been most satisfactory and have 
done everything we expected them to do.”” 


use UPSON 


KUVER-KRAK ® 
PANELS } 


says G. E. Carter, well 
known lumber dealer of 
Port Arthur, Texas. 








“Several years ago, I applied Upson 
Panels to the ceilings of my home. 
Today, they look just as good as when 
they were first applied. I don’t think 
they will ever need repairing beyond an 
occasional coat of paint.” 


THE UPSON COMPANY 
665 Upson Point, Lockport, New York 


Send me Instruction Sheets for applying Kuver- 
Krak Panels. 

Have your Representative call to give me more 
information on the cracked ceiling market. 


NAME__ iil 





NAME OF FIRM___ 


One of the scores of thousands of Upson Ceilings 
now beautifying the homes of satisfied home owners. 


STREET ADDRESS__ = essa 


CITY isa aa ————- = 


eeereeeereeeeeeeeeeeeeeeeeeeenee® 


e@eeeeeeeeeeesese 
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Rite Trim has the 
look of quality 
. it is high 
quality, too, yet 
prices are mod- 
est! When you 
think of sliding 
doors remember 
Adams-Rite can supply the proper 
trim from a cup pull to a complete- 
ly modern lock. You'll especially 
admire our lock . . . It installs as a 
single assembly even in narrow 
stiles by a simple cut-out, no mor- 
tise. Three types fit all doors from 
IY," to 2" in thickness. Adaptable 
to doors of either hand with dead- 
lock either side and emergency un- 
locking feature opposite. For maxi- 
mum security, pin tumbler cylinder 
operation in the escutcheon is op- 
tional. Escutcheon measures 4!/." x 
2%". A variety of 
standard finishes avail- 
able on all Adams 
Rite items. 


WRITE NOW FOR 
YOUR CATALOG 


RITE 


WANUFACTOURING CO. 


4EVY CHASE DRIVE, GLENDALE 4 


FORNIA A 








AS 
seeteeatatetetets 


x2 














ARKANSAS 


SEARCY: Clair Schaefer, general 
manager of the B. J. Pierce Lumber 
Company here for the last four years, 
has moved to Batesville to manage 
the Jefferson Lumber Company. 


MONETTE: Paul Manning resigned 
recently as manager of the Monette 
Lumber Company to start his own 
business in Portageville, Mo. His suc- 
cessor is Harlen Keich, former assist- 
ant manager of the Trumann Lumber 
Company. 


LITTLE ROCK: Construction of a 
new warehouse is under way at the 
Mechanics Lumber Company. It will 
contain 5,000 square feet....W. E 
Moss, trustee in bankruptcy for Leon 
and Nell S. Horne, owners of the Star 
City Lumber Company, recently re- 
ceived title of about 1,127 acres of 
timber land. 


SOUTH CAROLINA 


COLUMBIA: R. H. Smith, owner of 
the lumber firm that bears his name, 
announced his plans to move the 
company about four miles out on 
U. S. Highway No. 1. The new plant 
consists of six new buildings and has 
nearly all new machinery and equip- 
ment. 


KANSAS 


TOWANDA: After 15 years as man- 
ager of the Comley Lumber Com- 
pany, Otis Nace resigned May 1 to be- 
come manager of the Panhandle Lum- 
ber Company interests in Pampa, 
Tex. 


BELLEVILLE: Interior and exteri- 
or improvements have been made in 
the office and showroom of the Belle- 
ville Lumber Company. Manager 
Orville Noble says improvements also 
include a new communication system 
and fluorescent lighting. 


ST. MARYS: Earl Long recently 
held “open house” at his new lumber 
yard, which formerly belonged to 
Lawrence Schumaker. Children were 
given balloons and adults were pre- 
sented salad bowls. 


CANEY: The appearance of the O. 
E. Woods Lumber Company has been 
changed by covering the front with 
a new siding of modern design. 


LITTLE RIVER: The T. M. Deal 
Lumber Company held a formal open- 
ing for its branch here upon comple- 
tion of a remodeling program. 


ST. PAUL: Paul Carroll has re- 
signed as manager of the Baxter 
Lumber Company to devote full time 
to his farm. 


McCUNE: Bill Messenger has an- 
nounced that a new 25x36-foot build- 
ing is being built for the Messenger 
Lumber Yard. It will be used for 
builders hardware and farm equip- 
ment. 


MULLINSVILLE: R. Dale Mark 
has assumed management of the Deal 
Lumber Company yard here. He was 
transferred from Macksville and 
succeeds Gilbert Headrick. 


SALINA: Norman Holke, manager 
of the Leidigh and Havens Lumber 
Company, is new president of the 
Salina Rotary Club. 


TRIBUNE: Charles Adams has re- 
placed Marvin Gore as manager of 
the Tribune Lumber Company. Gore 
has moved to Syracuse to head the 
Syracuse Lumber Company. 


ELLIS: The Nicholson Brothers 
Lumber Company was crowded with 
guests March 17 during ‘open house” 
to show off the recently completed 
office. The company was organized in 
1848 and is now managed by the 
third generation of Nicholsons. 


PLEASANT HILL: Joe T. Caw- 
thorn, Mansfield attorney, recently 
bought half interest in the Reynolds 
Lumber Company here. The name has 
been changed to the Reynolds-Caw- 
thorn Lumber Company. 


FRANKLIN: Berwick Brown sold 
his interest in the Blakesley Lumber 
Company to D. J. Blakesley. He has 
accepted a position as manager of 
the North Bend Store at Bayou Sale, 
but continues on a part-time basis as 
bookkeeper for the Blakesley firm. 


MOREHOUSE: Joe Turpin has been 
made manager of the Terzia Lumber 
and Hardware Company. 


TEXAS 


PHARR: A. J. Clark, Builders Sup- 
ply, Inc., has been elected president 
of the Texas Concrete Masonry As- 
sociation. 


CORPUS CHRISTI: The City Lum- 
ber Company recently opened in a 
new office at 3809 Agnes Street. 
Paints, hardware, and garden tools 
have been added to the stock. 


NAVASOTA: The Boney Lumber 
Company soon will have a new build- 
ing to house lumber and building ma- 
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terials. The company bought four lots 
to provide a space with a 100-foot 
frontage, 270 feet deep. 


_ BANDERA: The Alamo Lumber 
Company’s new home will occupy 
half a block. It includes new lumber 
sheds, warehouse, and showroom. 


HAMILTON: The remodeled office 
of the W. F. and J. F. Barnes Lumber 
Company was shown to the public 
recently at an “open house.” Prizes 
for guests included $50 in merchan- 
dise, wallpaper for one room, and a 
12-foot gate. 


COLEMAN: T. H. Corder, of the 
Corder Lumber Company, has been 
added to the Board of Community 
Development. 


FREDERICKSBURG: Personnel of 
the Gillespie County Lumber Com- 
pany were hosts to all local contrac- 
tors and builders recently. Lorenz 
Bading, manager, showed them the 
new color film, “Lumber for Homes.” 
Then they witnessed a demonstration 
of tools 


LEVELLAND: Oscar Chambers, 
owner of Chambers, Inc., has an- 
nounced that Virgil Murray is now 
manager of the Midland yard. He 
headed the Levelland branch for more 
than three years and is succeeded 
here by John C. Roth. 


DALLAS: The Murchison interests 
have bought controlling stock in the 
Consumers Company, Chicago build- 
ing material and retail coal business. 


HOUSTON: A charter has been 
granted the South End Lumber Com- 
pany. Incorporators include Clair T. 
Boone, H. F. Thurow, and Stuart R. 
Walker. 


PECOS: The Lee Lumber Company 
has expanded its shed space with a 
new 20x32-foot building. 


TENNESSEE 
CHATTANOOGA: The 
Home Supply Corporation 
ceived a charter to deal in 
supplies and appliances. 


General 
has re- 
building 


OKLAHOMA 


MADILL: Zeke Blevins has opened 
a lumber yard here bearing his name. 
He came here in 1940 as manager 
of the Fox Rig and Lumber Company 
and remained until last spring, when 
he was transferred to Snyder, Tex. 


HYDRO: The Davidson and Case 
Lumber Company has a new 18x50- 
foot warehouse. Howard Cloninger is 
manager. 


COMANCHE: Enlargement of the 
office building of the Home Lumber 
Company is now completed. A ware- 
house has been added to hold ma- 
terials so that the display area is 
now less crowded. Jim Branch and 
his son, Juarez, who recently bought 
the company, now have a private 
office. 

PERRY: W. G. Ramshaw is new 


manager of the A. C. Houston yard 
here. He recently arrived from Ar- 
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kansas City, Kan., to replace James 
G. Heck, who is on six-month leave 
for an eye ailment. 


OKLAHOMA CITY: Gus Laubhan 
has been made manager of the Chaf- 
fin Brothers Lumber Company. Pre- 
viously he sold insulation materials. 


MISSOURI 


CARROLLTON: Paul Sailor, Artie 
Warren, and Kenneth Warren have 
started a building supply business 
known as the Warren and Sailor 
Lumber Company. Sailor formerly 
was with the LaCrosse Lumber Com- 
pany at Slater and Marshall. Artie 
Warren, father of Kenneth, formerly 
managed the Marshall yard of the 


LaCrosse firm and is associated with 
the Warren and Sailor Lumber Com- 
pany in an inactive capacity. 


PARKVILLE: Wilbur C. Laymah 
and his brother, Paul, have bought 
the Elliott Lumber Company. New 
offices for the firm, to be known as 
the Layman Lumber Company, are 
on Main Street 


CARTHAGE: F. N. Jones, of the 
Putnam and Jones Lumber Company, 
recently addressed the Kiwanis Club 
on the history of lumbering. The first 
record of lumbering, he said, is in 
about the year 1000. The first record 
of a sawmill s in Germany in 1322. 


DEARBORN: The Dearborn Supply 
and Lumber Company has purchasea 
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DOUBLE LOCKING PROTECTION 
The butt of each shingle is 
safely double locked at each 
exposed corner, the point of 
maximum strain. No other 
locking shingle has the Lok- 
tite double lock. 


you 
5 me DIFFERENCE 


SEE... 


And what you see that 
makes the difference is 
the deep, heavy shadow 
line that gives a LOK- 
TITE roof its sturdy dur- 
able appearance. 


LOKTITE DOUBLE THICK BUTT 


In the unretouched photograph, notice the 
double thick butt. This is the feature that 
produces the heavy LOKTITE shadow. 
Its distinctive, pleasing appearance will 
make Loktite a leader in the field. 


100% DOUBLE COVERAGE < 


Actually more than half 
of the roof has a triple 
coverage. There are four 
thicknesses at the butt. 


The NEW Exclascve LOKTITE Double Locking 
Principle ... Look at the back of the shingle for proof » 


Write or wire for detailed facts about Loktite 


AMERICAN ASPHALT ROOF CORPORATION 


Member Asphalt Roofing industry Bureau 


E. St. Louis, Hil. 
31st. & St. Clair 


Kansas City 3, Mo. 
7600 Truman Road 


Salt Lake City 10, Utah 


Ft. Worth 7, Tex. 


1674 Beck 2316 West Sth 


you saw it in SOUTHERN BUILDING SUPPLIES 








the lumber yard that was operated 
here by the late A. L. Scott. Joint 
managers of the new firm are Clar- 
ence Aufranc and Silas Durham, Jr. 


GIDEON: James C. Anderson, local 
lumber dealer, has been appointed to 
the state commission on small busi- 
ness in defense by Governor Forrest 
Smith 


FLORIDA 


FLORENCE VILLA: Employees of 
the Villa Lumber and Supply Com- 
pany and their families enjoyed a 
deep-sea fishing party April 7. The 
company closed for the day. April 1 
was the 25th anniversary of the 
founding of this firm by A. M. Hess, 
J. D. Nagel, Jr., and J. H. Babb. 


TAVARES: The Lake County Sup- 
ply Company formally dedicated its 
new store here recently. The occa- 
sion was celebrated with refresh- 
ments, music, and door prizes for 
guests. 


MASARYKTOWN: Louis’ Bono, 
owner of a sawmill here, has opened 
a retail store on Highway 41. He is 
stocking lumber, paints, roofing, hard- 
ware, cement blocks, glass, and 
plumbing and electrical supplies. 


ST. PETERSBURG: Miss Nancy 
Clanton, 18, has joined the women’s 
division of the Marines. When she 
enlisted, she was employed 
Pinellas Lumber Company. 


by +the~ 


Obituaries 


S. DUNCAN BLACK, 67, president of 
Black and Decker, manufacturers of 
portable electric tools, died April 15 
in Baltimore, Md. Black’s career 
started when he was 27. He sold a 
second-hand car to team up with 
Alonzo G. Decker in starting a tool 
plant. 


A. P. ROSS passed away March 30. 
He was vice-president of the Ross 
Carrier Company, Benton Harbor, 
Mich., manufacturers of materials- 
handling equipment. 


JAMES K. CLARKE, 81, for many 
years a partner in the firm of Clark 
Brothers, a lumber firm in Darien, 
Ala., died in Mobile April 3. He is 
survived by his brother, John D. 
Clarke, prominent lumberman in this 
section. 


G. B. DANTZLER, 78, a pioneer lum- 
berman in the Gulfport, Miss., area, 
died recently at his home. 


J. ROGER WHITE, vice-president in 
charge of sales and advertising for 
the Formica Company, Cincinnati, 
Ohio, passed away March 18. He had 
served Formica and the building sup- 
ply industry for 24 years. 





OAK FLOORING 


AT 


We are in a position to ship 
Oak Flooring with Air Dried 
Yellow Pine Boards. Also 
K. D. finish molding and all 
pattern stock in pool cars. 


Block Flooring—634” and 9” 
to be laid in Mastic. 


HURTSBORO OAK FLOORING CO., INC. 
HURTSBORO, ALABAMA 
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ARNOLD F. SMITH, 51, president of 
the Big Ben Lumber Company of 
Rainelle, W. Va., died April 4 at his 
home. He was a member of the Gau- 
ley Bridge Lodge 64 and was a 32nd 
degree Scottish Rite Mason. 

OWEN T. J. WING, SR., 74, who 
managed the builders hardware de- 
partment for the McGowin-Lyons 
Hardware and Supply Company in 
Mobile, Ala., for 30 years, died March 
24. He is survived by three sons, 
Owen, Jr., and John T. Wing, both 
of whom are with McGowin-Lyons, 
and Feagin A. Wing, sales representa- 
tive for the Ruberoid Company. 

L. N. DANTZLER, JR.., 51, died sud- 
denly of a heart attack recently. He 
was president of the Dantzler Lum- 
ber and Export Company of Tampa 
and Jacksonville, Fla., the Dantzlea 
West Indies, Ltd., of Nassau, and thi 
L. N. Dantzler Company of Moss 
Point, Miss. Well known in Tampa 
for his civie activities, Dantzler was 
chosen the city’s outstanding citizen 
of 1950. Early this year he received 
the Civitan plaque for outstanding 
community service. He was president 
of the Executives Club, vice-president 
of the Greater Tampa Chamber of 
Commerce, and past Rotary president. 
After graduating from Tulane Uni- 
versity he received his master’s de- 
gree in business administration at 
Harvard. 

SAMUEL WYCLIFFE LITTLEJOHN, 
80, died March 29 at Tyler, Tex. He 
had been in the lumber business in 
east Texas since 1893. At the time of 
his death, he was president of the 
Gulf States Lumber Company in Ty- 
ler. He leaves a widow, four daugh- 
ters, 10 grandchildren, and four 
great-grandchildren. 


TRUCK OPERATION 


(From page 27) 


fittings and replacing worn or 
damaged ones. Monthly, all elec- 
trical operations should be ob- 
served closely. Semi-annually, the 
complete electrical inspection will 
save you money. 

Tightness of electrical connec- 
tions and proper insulation of 
wires should be noted carefully. 

11. Be careful with your bat- 
teries. Overwatering will weaken 
the electrolyte, and when it spills 
over from the battery case, the 
electrolyte causes corrosion of 
other truck parts. Flushing the 
battery is a necessity, as the bat- 
tery must be kept clean. Make this 
part of the weekly inspection, Use 
properly maintained automatic 
charging equipment. 

12. General overhauls should be 
scheduled according to your op- 
erating conditions, such as_ the 
number of hours the truck works 
daily, plant conditions, and the 
driver's ability. 
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13. Keep a weekly log for each 
truck, on which you record inspec- 
tions, lubrications, and cleanings. 
This permanent record will help 
you make sure necessary preven- 
tive maintenance functions are 
performed. 

14. The program outlined here is 
based on one shift a day, and 
favorable operating conditions. 
Under rough conditions, such as 
bad floors, more than average dirt, 
or more than one-shift-a-day duty, 
trucks require more frequent use 
of some or all of these checks. It 
is wise to consult with the manu- 
facturer’s service representative in 
regard to this, 

Preventive maintenance is a 
money-saving part of your truck 
operation, Properly conducted, it 
will permit finding out which op- 
erators are not doing their jobs 
well, which trucks are assigned to 
jobs for which they are not fitted, 
and what changes can be made in 
truck design to improve their 
utility. 

Preventive maintenance is more 
vital now because the present pro- 
duction emergency and restrictions 
on materials will make industrial 
trucks and parts harder to obtain. 


Free Woodworking Sheet 


A weekly woodworking infor- 
mation sheet is currently being of- 
fered free to people in the wood- 
working fields by DeWalt, Inc., 
Lancaster, Pa. It is called Saw 
Tips. 

It contains information on prob- 
lems brought before DeWalt’s test- 
ing department. Once a month a 
chart or table of interest to the 
industry is included. 


First Lumite for Navy 


Delivery of the first freight-car 
shipment of Lumite insect screen- 
ing produced at the Chicopee Man- 
ufacturing Corporation plant in 
Buford, Ga., for the U. S. Navy 
since World War II was witnessed 
recently by company and Naval 
officials. 

Harry H. Purvis, vice-president 
of Chicopee’s Lumite division; J. 
L. Hall, Buford plant manager, and 
Lt. Commander T. H. Rentz and 
Lt. John Renfroe of the U. S. Naval 
Air Station at Chamblee, Ga., in- 
spected the shipment. 

The company’s contract calls for 
several million square feet of the 
plastic-type screen. 





DURABLE 
BAKED FINISH 


++. baked on f 
or extra lust, 
and extra wear resistance. 


0 
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7/ ROUNDED-EDGE 
SCORE LINES 


+ + - give realistic deep shadow effect. 


‘ 


LARGE SHEET SIZE 
. . Up to 12 ft. long, 
reduces application cost. 


ELEVEN COLORS 


--. available in eleven pleasing colors. 


Sheets come in solid 

> colors, 4” x 4” 
tile effect, Leveline (horizontal Ha 
on 8” centers) and Leatherwood. 


MODERATE PRICE 


. «no premium for long lengths. 


Superlite Panels are sheets of Masonite Presdwood, surfaced with 

high-gloss, durable baked-on plastic finish in eleven colors. Available in 
sheet sizes 4 ft. wide, and from 4 ft. up >; mt 
to 12 ft. long. Finished four ways: solid [29st cH 

















+ 
colors, tile design (4” x 4” square), Leveline + 





[ 
(horizontal lines on 8” centers) and in w Cl 
Leatherwood (a grained leather effect), Ss TLE EFFECT LEVELINE 


in four colors and in sheet size 4 ft. x 8 ft. Also available in plain sheets. 
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Southerners Back 
National Research 


Research in structural clay prod- 
ucts received additional support 
last month when nine leading 
manufacturers in the Southeast 
joined the Structural Clay Prod- 
ucts Research Foundation, 

Including about 100 brick and 
tile manufacturers throughout the 
nation, it is presently engaged in 
a long-range industry-wide pro- 
gram aimed at reducing the cost 
and improving the quality of build- 
ings made with brick and tile. 

The research projects to be car- 
ried out are financed by a budget 
of $1,250,000. Headquarters of the 
Foundation are located in Chicago, 
and its activities are under the 
supervision of Robert B. Taylor, 
research director. Many of the 
present projects are being carried 
out at the Armour Research Insti- 
tute, one of the leading research 
laboratories in the country. 

Manufacturers in the Southeast 
who are supporting the Foundation 


are the Boren Clay Products Com- _ 


pany, W. G. Bush and Company, 
Cherokee Brick and Tile Company, 
Clay Products Exchange, General 
Shale Products Corporation, Isen- 

















“Hey, Charlie! Did I ever show 
you how a magician saws a wom- 
on 


an in half at the theater? 


hour Brick and Tile Company, Jen- 
kins Brick Company, Kendrick 
Brick and Tile Company, and Mer- 
ry Brothers Brick and Tile Com- 
pany. 

R. B. Bickerstaff, of Clay Prod- 
ucts Exchange, has been appointed 
a member of the Executive Com- 
mittee of the Foundation. 





n 
attic ventilation 
L.« the 


right way is WIND ® WAY 


WIND-WAY 
VERTICAL 
DISCHARGE 


LanchHouse 


PACKAGE 
FAN 


SALES-PROVED 


BECAUSE: 


@ It is designed to fit ANY type building EASILY 


® Installation costs, time and effort cut down to a minimum 


© WIND-WAY merely sets on the floor of the attic or 
the trim of the well hole. It is NEVER fastened 
in any way, yet it moves the greatest amount of air 
quietly with absolutely NO noise or vibration 


@ WIND-WAY sells “on sight” to people who recognize it 
as ao simple, foolproof, superior fan 


Write for descriptive 
bulletin No. 9150 


FAN AND VENTILATOR CO. 
531 St. Joseph St. New Orleans! 2, La. 
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KITCHEN FANS 
(From page 26) 


The fan can be located in the 
kitchen wherever its appearance is 
least objectionable, but locate the 
fan as near the range as conven- 
ient so that fumes may be trapped 
as soon as _ possible. The fan 
should be easily accessible for 
periodic cleaning. 

So long as the kitchen is under 
suction, the fumes and grease can 
not travel to the rest of the house. 

The capacity of a kitchen fan 
should be such that the air in the 
room is completely changed every 
two or three minutes. 

The home basement or laundry 
room presents certain problems 
that can be easily solved by the in- 
stallation of propeller fans. The 
accumulated stale, moist air which 
causes dripping walls, mildew, and 
structure deterioration can be 
quickly eliminated through use of 
properly installed ventilator fans. 

The movement of air will also 
speed up clothes-drying and re- 
move dust and fumes from base- 
ment workshops. 

Money invested in basement 
recreation rooms requires the pro- 
tection of a propeller fan. 

Fans should be installed so that 
air is swept through the whole 
basement or laundry. The capacity 
of the fan should be large enough 
to completely change the air every 
five or ten minutes, depending up- 
on the amount of moisture or 
fumes to be removed. 

The use of fans for ventilation 
of bathrooms is increasing each 
year. The undesirable effect of 
moisture and steam collecting on 
tiled and chromed surfaces can be 
readily appreciated by anyone. 
The fan should be installed so that 
the air passes from the door to the 
fan, sweeping the entire room, and 
thus assuring clean, fresh air. 

The fan capacity should be able 
to completely change the air every 
two to five minutes. The smaller 
the room, the faster the change re- 
quired. 

To sell these kitchen-ventilator- 
type fans effectively, the building 
supply dealer should know all the 
features of 1951 model fans. He 
must know how each prospect can 
get the most efficient use from his 
fans. He should be well supplied 
with the promotional materials 
furnished by the manufacturer— 
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and use newspaper, radio, and 
direct-mail advertising to get the 
greatest sales and profits. 

Convince building contractors 
and architects that every truly 
modern house has_ ventilating 
equipment. Show them that the 
added sales appeal will certainly 
overcome objections caused by the 
small added cost. 

Remember that people come to 
inspect new houses to discover 
equipment and design innovations, 
as well as to buy homes. Each suc- 
cessful installation will result in 
more sales for you! 

The Propeller Fan Manufac- 
turers Association, 2159 Guardian 
Building, Detroit 26, Michigan, 
will furnish a ‘Residential Venti- 
lation Guide.” 


HELP °EM BUILD 


(From page 28) 


When a farmer wanted to add a 
porch to his brick house, Smith 
first asked whether he had an A- 
roof or a hip-roof, how large the 
porch was to be, whether he 
wanted a sloping roof, He figured 
that two rows of cinder blocks with 
five yards of concrete slab over it 
would be needed. He determined 
the number of pieces of 2x6 for the 
ceiling joists and other building 
materials required, and_ then 
placed the bill at approximately 
$200. 

Then he went out to the project 
to offer his assistance. 

After seeing that the blocks 
were laid properly, Smith taught 
him to build the scaffolding, mark 
the porch height, make a hole in 
the brick for the header, and put 
up the temporary posts to hold 
the header. After that he ex- 
plained how to nail in the rafters, 
ceiling joists, and sheathing. 

The Chapin Lumber Company 
sells from four to five cars of terra 
cotta a year. Smith plans sewage 
drainfields under various condi- 
tions after a permit has been 
granted by the health department. 

Smith shows customers how to 
fill a ditch that is two feet deep 
with eight inches of gravel, lay the 
tile, and then cover it with six 
inches more of gravel. Over this, 
he places an old asphalt roofing 
piece cut into strips to cover the 
gravel. “A drainfield of this kind 
is effective in starting water to 
seep into the ground,’ Smith 
pointed out. 

Smith does not wait for farmers 
to bring him their building prob- 
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lems. As he travels over the 
countryside, he keeps his eye out 
for any construction in progress. 
If he spots a pile of cinder blocks 
in a field or hears the pounding 
of a hammer on wood, he drops by 
and in friendly fashion learns what 
the man is building. 

Frequently Smith makes recom- 
mendations, And because it is im- 
mediately apparent to the builder 
that Smith knows what he is talk- 
ing about, the advice is usually 
welcome. 

“There is always some construc- 


tion going on around a farm,” 
pointed out Allison H. Chapin, 
owner of the Chapin Lumber Com- 
pany. “For there is always addi- 
tional need for housing or re- 
modeling. On the bigger farms, it 
may run to $300 a month. But in 
the farmers do most of 
labor. That is why we 
someone of Smith’s 
prove of tre- 


all cases, 
their own 
believed that 
experience would 
mendous value 
“We were right in taking him 
on five months ago for our sales 
volume has jumped 30 per cent!” 
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A Complete Line 
of 
Finer Windows 


Residence Casements 
Architectural & Commercial 
Awning Windows Commercial 
Projected Windows —_Pivoted 
Windows Security Windows 



















































































Southern Made 
for Southern Builders 


The Empire Line of Stee! Windows offers you an oppor- 
tunity to handle windows Southern users want. Properly 
engineered, accurately and sturdily built, bonderized for 
lasting finish, Empire Windows are nevertheless sold at 
competitive prices. Write for literature. 


DECATUR IRON & STEEL CO. 


SSrearum 
Decatur Alabama 
Serving Southern Builders for Over 60 Years 
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PRE-CUT LUMBER 
(From page 24) 


use it altogether and are training 
our men for it.” 

How could the Lashlee Rich 
system be used by lumber dealers 
who are not builders? 

“That’s simple,” Paine declares. 
“In our own case, we sell pre-cut 
lumber to other contractors for 
their houses. We use some sales 
promotion for this, sell them the 
lumber and furnish them with the 
assembly plans. We convince the 
contractors it is a money-saving 
plan and make them realize they 
don’t have to go to a mill to get 
their lumber. 

“On our own projects, we try to 
do all the thinking well ahead of 
the carpenter foreman. The lum- 
ber is all laid out before he starts 
his assembly. He is furnished a 
complete set of assembly plans and 
also ordinary house plans. 

“We use our pre-cut methods on 
commercial and industrial jobs 
where there is concrete and wood 
framing. We have used this plan 


on five school projects, for their 
rafters and studs, and also for 
garage roofs and other small build- 
ings where wood is used. 

“On project housing it really 
pays off for the large builder. 

“Our first big use of pre-cutting 
was at Bauxite, Ark., during the 
war. The J. W. Rich Construction 
Company held a Federal Public 
Housing Authority contract there 
for 600 units. I spent a full month 
drawing up the plans. Some said it 
couldn’t be done. But there wasn’t 
a mistake in the whole project, a 
thorough check showed. 

“In seven months we built a 
complete community—with 600 
housing units, roads, sewage dis- 
posal plant, waterworks, and gas 
mains. The houses were demount- 
able and were moved after the 
war. Since then we have pre-cut 
lumber for 200 or more houses in 
west Tennessee. 

“With the high price of lumber 
and labor, it is easy to convince a 
homebuilder of the advantages of 
using these methods, We pass the 
savings on to him. 

“One thing that impresses every- 
one is the small amount of scrap 
left on any building site. This is 
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e TANDROTINE... 


re P's Proven Paint Thinner! 


amous TANDROTINE has been returned to the market by 
popular demand! TANDROTINE is recommended wherever a 
high grade paint, enamel or varnish thinner is required. 


Preferred by professional painters and homeowners alike, TANDRO- 
TINE has a high flash point, pleasing odor and is non-irritating. It's 
excellent for thinning, cleaning brushes, removing paint and grease, 
dissolving wax and a hundred other household uses. 


TANDROTINE is a high grade product .. . as 
fine a thinner as any on the market and selling 
for a pe economical price! Get new profits, 


es .. . Stock TANDROTINE today! 


bigger sa 
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Clever Safety Signs 


Over 550 different safety signs, 
applied merely by sticking them 
to any clean surface, have been 
designed to help increase safety in 
all industries. 

These Quik-Label signs are 
printed on extra-strength cotton 
with a self-adhesive backing. 

Each sign is coated with a sili- 
cone plastic to protect it from dirt, 
grime, moisture, and weather. They 
are offered at low cost by the W. H. 
Brady Company, 1602 E. Spring 
St., Chippewa Fails, Wis. 


Tileboard Publicity 


“Redecorate with Tileboard,”’ an 
article printed in the March issue 
of Mechanix Illustrated, already 
has prompted thousands of read- 
ers to inquire about the tileboard 
mentioned. 

Makers of Roxdale building 
products are offering a reprint of 
the article as a hand-out or mail- 
ing piece. 


because we analyze the job and 
eliminate waste. In fact, we use 
scrap pieces and some parts of 
culls for shorts.” 

This company sub-lets contracts 
for all mechanical work in houses 
it builds. This includes heating, 
plumbing, wells, electrical installa- 
tions, concrete driveways, and 
shrubbery. 

The Lashlee Rich Lumber Com- 
pany maintains a yard at Mc- 
Kenzie, also in west Tennessee, as 
well as its principal yard and of- 
fice in Humboldt, where it has 
operated for 11 years. The firm is 
headed by J. W. Rich, president. 
Turman O. Lashlee, its secretary- 
treasurer and general manager, 
completed a two-year term as 
president of the Tennessee Build- 
ing Material Association last 
month, 

Lashlee Rich, as a contracting 
firm, is merely one part of the 
large operations of J. W. Rich. 
Other divisions include the J. W. 
Rich Construction Company, the 
Southern Development Company, 
Inc., Richlee Builders, Inc., and 
the Guaranty Loan and Real 
Estate Company, all located in 
Humboldt. 

The Southern Development 
Company, Inc., and Richlee Build- 
ers, Inc., build project housing, 
rental housing, and houses for the 
general market. 
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293—Shingle Cement 


Johns-Manville, 22 East 40th Street, 
New York 16, N. Y., announces a new 
product known as “J-M shingle tab 
cement.” 

Black in color, it is used to secure 
Johns-Manville asphalt shingles. It 
is applied with a gun as seen in the 
—* Cartridges contain 1/10 gal- 
on. 


vv¥v 
294—Deskit Premium 


The Handy Roll Deskit is a con- 
venient, new plastic combination of 
stamp, tape, and sticker dispensers 
and sealer roller. It is offered by the 
Salsbury Corporation, 1161 East Flor- 
ence Avenue, Los Angeles 1, Calif., as 
a desk aid or as a customer premium 
or giveaway. 

The donor’s name or message may 
be imprinted on the base holder or 
on the sides of the individual dis- 
pensers. 

Complete with 480 inches. of 
gummed kraft, white, or transparent 
tape, 100 air-mail stickers, the three 
dispensers, and the heavy plastic base, 
the Handy Roll Deskit retails for 


only $1.95. Discounts to dealers and 
premium buyers. 

Write for illustrated, 
folder. 


descriptive 
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295—Rubber-Like Paint 


The Pittsburgh Plate Glass Com- 
pany, 632 Duquesne Way, Pittsburgh, 
Pa., announces a new paint, known 
as Wallhide Rubberized Satin Finish. 
Appearing like flat wall paint, it has 
rubber-like characteristics that make 
it resist wear like fine enamel. It is 
said not to shine up when washed in 
local areas and not to crack or chip 
because of its flexibility. 

Serving as its own primer, it is 
applied by brush, spray, or roller 
coater on any interior surface. The 
rubber-like film keeps lipstick, 
crayon, and ink spots from pene- 
trating the surface. 

Made in 12 standard colors, this 
paint is said to dry within an hour 
under ordinary conditions. 


vv¥v 
296—Packaged Kitchen 


The American Central Division, 
Avco Manufacturing Company, 18th 
and Columbia, Connersville, Ind., 
now offers a packaged kitchen, the 
“Mrs. America” LDK-96. It is de- 
scribed as a “basic kitchen costing no 
more than a single appliance in many 
instances.” 

The “Mrs. America” takes up only 
8 feet of floor space. It consists of a 
54-inch sink with deluxe faucet as- 
sembly including rinse spray and 
non-splash aerator; two 21-inch base 


black or red vinyl tops; 
sealer moldings joining cabinets to 
sink; two 21-inch wall cabinets, 30 
inches high, with removable shelves; 
two wall what-not shelves. 


cabinets with 


retail price is $369.95 
for unit with black counter tops and 
slightly higher with red tops. 


an an 
297—Window, Attic Fan 


The Circulators and Devices Man- 
ufacturing Corporation, 128 32nd 
Street, Brooklyn 32, New York, an- 
nounces the new Frigid window at- 
tic fan. Electrically reversible by a 
flick of the switch, this fan is used 
for upper and lower window or as 
an attic fan. 

It is completely enclosed with a 
grille in front and back. Sold com- 
plete with cord, plug, and brackets, 
it is simple to install. It comes in two 
sizes—model WR-24, with 24-inch 
blade, delivering 5,560 CFM, and 
model WR-30, with 30-inch blade, 
delivering 7,125 CFM. 

Another line addition, a reversible 


Suggested 
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Available Right Now 
Leading suppliers carry stock railing 
lengths and stock step sections. 
Home Owner Demand 
Coffman-equipped homes are easier to 
sell. Iron railings add real beauty. Our 
advertising helps create demand 
Quality 
Workmanship and materials equal to 
the finest custom-made ironwork 
Permanent 
Just as beautiful in twenty years— 
means lasting customer satisfaction. 
Low Cost 
Production line manufacture of stock 
sizes means low cost. eg: a two-step — 
rail costs $9.52 retail. Compare this 
with other types of railing 
Quick Installation 
Just set in form, brace plumb, and 
pour concrete. No special skill needed. 
Instructions attached 


Write for Catalog AB 
DEALER inquiries invited 


Coy Inc. 


FLORIDA 


% RY 


PB. O. Box 1133 


ORLANDO 





3-speed window fan, model WR-20, is 
said to fit any standard window. 
Telescoping side panels adjust from 
28 to 34 inches. It is 6% inches deep 
and will displace up to 3,520 CFM. 
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298—Ready-Mixed Plaster 


The Mathews Plaster Company, 
Redart, Va., produces Kwik-Patch, a 
ready-mixed, complete formula wall 
plaster that is ready for application 
after being mixed with water. It is 
said to be insulating, fireproof, and 
sound deadening. 

Made with vermiculite aggregate, 
it is extremely crack resistance and 
will take 10-penny nails without 
chipping. It is used for patching holes 
and cracks, for replastering an entire 
wall, and for new work. 

Kwik-Patch comes in 4-, 12-, and 
36 - pound packages. Thirty - six 
pounds will cover 27 square feet 
when applied in 38-inch thickness on 
a solid surface. 


vv ¥v 
299—Wall Tile Corner 


Hachmeister, Inc., Pittsburgh, Pa., 
now makes an all-plastic extruded 
outside corner for plastic wall tile in- 
stallations. 

This Hako Coronet corner cuts in- 
stallation time and adds greatly to 
the appearance of a finished tile wall. 
It is of special value where a stag- 
gered tile pattern is used, to cover 
rough edges of partial tiles. 

Easy to apply, it is made in five 
colors. 


vv¥ 
300—Window Gasket 


Draftite Products Company, 6 Can- 
terbury Drive, Dayton 9, Ohio, an- 
nounces a new Draftite gasket, said 
to “positively seal metal casement 


windows from drafts, water, and 
dust.” 

A flexible lip at the top of the 
gasket presses securely against the 
frame containing glass to form abso- 
lute seal. Users say it can be in- 
stalled in five minutes per frame, 
using scissors as the only tool. 

The vinyl plastic material assures 
long life and is sold with money-back 
guarantee. Available in 38-inch 
lengths. 


an an 
301—Plane Promotion 


Sargent and Company, New Haven, 
Conn., announces the new Hercules 
“Gold Cutter” line of planes. The 
high-quality blade of vanadium tool 
steel is finished in gold in accord- 
ance with the brand name. 

The line includes four models, 
ranging from a 17-inch block plane 
to a 14-inch jack plane. Bench planes 
retail from $4.50 up. 

broad promotional program is 
announcing the new line to the pub- 
lic. A tag folder attached to each 
plane explains the Sargent guaran- 
tee, 12 advantages of the line, and 
gives valuable hints on tool care. 


an an 
302—Wood Preservative 


The Chapman Chemical Company, 
707 Dermon Building, Memphis 3, 
Tenn., now offers a packaged wood 
preservative for resale to home-own- 
ers. 

Pentachlorophenol is the active in- 
gredient in this preservative, Penta 
WR. Water repellents used in the 
solution offer control over dimen- 
sional changes in wood, such as 
checking, warping, shrinking, and 
swelling. 

Ideal for treatment of lawn furni- 
ture, porches, fences, windows, and 
other home items, Penta WR is pack- 
aged in pints, quarts, and gallons. 
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IN BRIEF 


For full details on new products, 
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B-500. The non-skid, “Firm-Grip” 
grating is said to have unusual trac- 
tion to prevent slipping where oil, 
grease, water, and icy conditions 
make walking a hazard. It is adapt- 
able to platforms, stair treads, ramps, 
running boards, truck steps. 


B-501. Formica laminated-plastic 
decorative sheets now are made as 
large as 48x120 inches. The new size 
eliminates need for joints on many 
outside surfaces and increases flexi- 
bility in cutting pieces from stock 
sheets. 


B-502. The Lyon dry storage cabi- 
net fits over the refrigerator to keep 
crackers, breakfast cereals, salt, and 
other foods dry in any weather. It is 
made so that the duct extending up 
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the back and across the top of the 
cabinet allows air over the refrig- 
erator to circulate freely and escape 
through grilles on top of the doors. 
Wire baskets holding food swing out 
in easy reach. 


B-503. Westwax is a new water- 
soluble floor wax that dries within 
20 minutes to leave a high gloss 
finish without buffing or polishing. 
It is said to be usable on all types of 
floors, including varnished wood, 
linoleum, rubber tile, terrazzo. It 
leaves an anti-slip finish. 


B-504. A new %-HP Humidry unit 
is made for dehumidification jobs 
from home basements to vaults and 
storage lofts. Under conditions of 80 
degrees F. and 70 per cent relative 
humidity, it is said to remove as 
much as 18 pints of water from the 
air every 24 hours. 


B-505. Porter-Cable’s new Guild 
orbital motion sander is a motor- 
driven machine with two counter- 
balanced transmissions. This model 
105 is suitable for smoothing wall- 
board joints, finishing cabinets and 
doors, and many other home jobs. 


B-506. The Mix-Miser half-bag 
plaster and mortar mixer is designed 
for use on small jobs and for larger 
jobs where the mixer should be kept 
close to the work to reduce hodding 
costs. The 291-inch over-all width 
of this No. 3 mixer permits it to be 
rolled through most standard door- 
ways or swung through windows. It is 
powered with either gasoline or elec- 
tric motor. 


B-507. Perforated Temlok acous- 
tical tile has a white factory-painted 
finish and exclusive Lok-Bevel joint 
for quick installation. It is made in 
16x16x12-inch squares. 


B-508. Lapidolith chemical con- 
crete hardner is sold with bonded 
guaranteed results either where a 
customer applies it under Sonne- 
born’s free supervising service, or 
where Sonneborn’s personnel applies 
it at a nominal fee. It is used to 
harden and dustproof floors. 


B-509. A new automatic emergency 
hand lamp plugs into any 110-volt 
AC wall outlet to furnish instant 
lighting when regular source of cur- 
rent fails. Operating on a 7%-volt 
battery, it lights up automatically 
when current goes off. It uses a 21- 
CP flood type head. 


B-510. The Pittsburgh Corning “55” 
line of functional glass blocks now 
features a “clean-easy” block face 
finish. It is said to cut in half the 
time required to clean away mortar 
smears, reduce panel construction 
costs, and make it possible for rain- 
fall to clean the block exterior. 


B-511. The Ingersoll-Rand wagon 
drill, model FM-3, is said to permit 
unlimited drilling positions of the 
tower or drill guide. It is used on 
toughest construction drilling jobs or 
where a large volume of sustained 
high-speed drilling is necessary. 


B-512. Famowood all-purpose plas- 
tic wood finish is said to apply like 


putty and stick like glue. Used for 
applications where wood finishes are 
important, it is said to adhere to 
wood, metal, porcelain, plaster, or 
any surface free from dampness, dirt, 
or grease. 


B-513. Glasfloss Rollpak glass-fiber 
air filter is made of long, fine glass 
fibers with low air resistance, high 
filtering efficiency, moisture and fire- 
resistance. Used where any standard 
disposable air filter is needed, it is 
less expensive because it does not 
need a frame. 


B-514. Plantman 
sweepers are said to 
square feet an hour. The 28-inch 
model with wall brush attachment 
sweeps 22,000 square feet an hour. It 


industrial floor 


sweep 15,000 


sweeps and collects dirt in one opera- 
tion, without use of electricity. 


B-515. Add-On load centers and 
service equipment assemblies permit 
future expansion in circuits and 
changes in capacities. Designed for 
residential and small commercial in- 
stallations, they are made in five 
sizes of enclosures. Circuit breakers 
are interchangeable and are installed 
by slipping into place. 


B-516. The new Clipper electric 
battery-powered fork-lift truck has 
increased speed, 2,000-pound capacity 
at 24-inch load center, fingertip di- 
rectional lever, automatic accelera- 
tion, safety control, pivot-mounted 
steering axle, and cushion-type tires 
for easier handling 








Building 


(Coste 
COMPLETE WINDOW UNITS 
Equipped with 


MONARCH METAL WEATHERSTRIP 


The owner gets more for his money — you make more profit — and the 
builder benefits in many ways when he uses precision-made Complete 
Window Units assembled by the millwork manufacturer or millwork jobber: 


First, 


he avoids expensive waste of materials 


Second, he eliminates time-consuming on-the-job assembly 


Third, 


he cuts days or weeks from completion dates 


Fourth, he gives his customers better, sounder construction 
Recommend and sell Complete Window Units equipped with Monarch 
Metal Weatherstrip. Everybody gains! 


Guy Complete Window Units 
Prom Your Sach & Door Jobber 


WEATHERSTRIP 
CORPORATION 


Louis 14 


METAL 


6343. ETZEL AVE * .$T 


Published in the 
interest of better 
and more economical 
building construction. 


Lk) 
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PRECISION 


folding stairway 


NO SPRINGS 
NO ADJUSTMENTS 


SIMPLE AND EASY TO OPERATE ©& 
A slight pull of the cord and the 


cleverly engineered counter weights _ 


silently ease the stairway into down 
position. The same counter weights 
return the stairway to its up position 
with equal ease. 
RUGGED AND STRONG 
Construction of No. | kiln dried poplar 
throughout. Brackets and rocker arms 
made of cast aluminum, hinges of cast 
brass. Trim is not furnished. All parts 
are numbered and _ interchangeable. 
Frame is made to fit 26" x 54" open- 
ing in ceiling. 
INSULATED 
Panel is insulated with Cellufoam and 
protected with tough chip board. 
SAFETY TREAD 
Each step is covered with regular run- 
ning-board composition safety treads. 
Adds to appearance as well as safety. 
FITS ALL CEILINGS 
The stairway fits any ceiling from 7 feet 
to 9 feet, 9 inches figured from finished 
floor to finished ceiling. Runners are 
graduated to facilitate cutting off at 
different heights. Two standard sizes: 
8' 9" fits from 7° to 8° 9" ceiling, 9° 9" 
fits from 8' 9" to 9' 9" ceiling. 
REQUIRES NO ATTIC SPACE 
Full height above attic floor is only 36". 
Folds completely into 26" x 54" open- 
ing in ceiling. 
SHIPPED IN 1 PACKAGE 
Precision Stairways are packed com- 
pletely in one heavy carton, assembled 
and ready for installation, which offers 
a considerable savings over other attic 
stairways. Shipping weight 125 pounds. 
Sold by more than 12,000 dealers in 
U.S.A. and Canada. 


For complete information write us today 
Manufactured by 


PRECISION PARTS CORP. 


Nashville 7, Tennessee 
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LOS ANGELES, CALIF.: The India 
Paint and Lacquer Company has been 
sold to the American-Marietta Com- 
pany, with headquarters in Chicago, 
Ill. 


CHICAGO, ILL.: The Martin-Sen- 
our Company, paint manufacturer, 
received an award from the Society 
of Typographic Arts for its new Nu- 
Hue color file box. 


NEWBERRY, S. C.: The Whitener 
Lumber Company recently bought 
16,000 acres of timber land along the 
Savannah River near Tillman. The 
tract was bought from New York in- 
terests. 


HATTON, ARK.: The Dean Lum- 
ber Company has been bought by Eu- 
gene Stevenson. He had sold the firm 
to the Dean interests last September. 


FRANKLIN PARK, ILL.: The Fiat 
Metal Manufacturing Company’s 
plant has a new addition that pro- 
vides for a 50-per-cent increase in 
production facilities. The plant makes 
shower cabinets. 


SUMTER, S. C.: M. F. Korn was 
elected president of Korn Industries, 
Inc., at a recent stockholders’ meet- 
ing. He replaces his father, the com- 
pany founder, who is now chairman 
of the board. 


THOMSON, GA.: Peter S. Knox, 
Jr., president of the Knox Corpora- 
tion, has been elected a director of 
the Prefabricated Home Manufactur- 
ers Institute. This group of 38 com- 
panies in the United States and Can- 
ada held its eighth annual meeting 
recently in Louisville, Ky. 


ORANGEBURG, S. C.: An expan- 
sion program under way for the U. S. 
Plywood Corporation’s plant here will 
increase its size by one-third. The 
added space will be used for storage 
and to accommodate a new finishing 
process. The $300,000 project will be 
completed sometime this summer. 


BOSTON, MASS.: Bird and Son, 
Inc., makers of flooring, paper prod- 
ucts, and other building materials, 
honored more than 400 members of 
its Quarter Century Club at a ban- 
quet recently. Seven new employees 
qualified for membership. 


BRISTOL, PA.: The McCormack- 
Medl Corporation, manufacturer of 
protective and decorative paints, has 
acquired a new plant here. The firm 
makes Rustorize, an all-purpose rust 
proofing coating and O-Dor-Les 
paints. 


KANSAS CITY, MO.: The W. S. 
Dickey Clay Manufacturing Com- 
pany recently set forth its policy in 
a pledge, promising absolute fairness 
in the distribution of its products to 
the best of its ability. The firm also 
has offices in Chattanooga, Birming- 
ham, San Antonio, and Texarkana. 


DETROIT, MICH.: The Crawford 
Door Company has received the merit 
award of the American Society of 
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Industrial Engineers for the design 
of its garage doors. Robert Hacka- 
thorn, company president, said that 
this is the highest award presented 
to any door company. 


ATLANTA, GA.: R. P. Carlton, 
president of the Minnesota Mining 
and Manufacturing Company, has 
announced the firm’s plans to build 
a new sales office and warehouse 
here. Completion is expected by Sep- 
tember 1. The new plant is part of a 
$6,500,000 expansion program under- 
way in eight states. 


MEMPHIS, TENN.: Malarkey ply: 
wood and doors are now being sup~ 
plied to dealers in the South through 
the new Southern headquarters of the 
M. and M. Woodworking Company in 
the Three Sisters Building here. In 
charge of the division office and 
sales is Reed P. Morse, for 17 years 
Southern representative for M. and 
M., from headquarters in Miami, Fla. 
Assisting him with Malarkey sales 
and service in the Southern division 
are R. Ross Hunnicutt and Lionel 
Ray. 


UNIVERSITY CITY, MO.: Levret 
S. Putman is now regional sales man- 
ager for Youngstown Kitchens in the 
St. Louis, Chicago, and Milwaukee 
areas. He has directed kitchen sales 
for the Schwander Company, Youngs- 
town distributor, since 1947. 


ATLANTA, GA.: The _ Unistrut 
Products Company, Chicago, IIl., has 
opened a branch office and ware- 
house here at 188 Hunter Street, S. 
E., to serve Southeastern states. 


GRANITE CITY, ILL.: A new com- 
pany, Granco Steel Products, has 
been formed to supply its parent 
company, the Granite City Steel Com- 
pany, with an independent subsidiary 
to make various construction prod- 
ucts. The main products now made 
and sold by Granco Steel Products 
are Cofar and Corruform. 


DALLAS, TEX.: Howard K. Elliott 
is now representative in northeast 
Texas for Insulite building products. 
His headquarters are in Dallas. 


DALLAS, TEX.: Cedric Willson is 
now vice-president of the Texas 
Lightweight Aggregate Company. 


CHICAGO, ILL.: Hotpoint, Inc., 
has introduced the Hotpoint “Head- 
liner,’ a monthly newspaper for 
dealers. It gives information on com- 
pany activities, products, service. 


BLUNTSTOWN, FLA.: D. B. 
Hayes, active manager of the Neal 
Lumber and Manufacturing Com- 
pany for more than 20 years, was 
recently made its president. He suc- 
ceeds the late W. T. Neal, of Brewton, 
Ala. 


JOHNSTOWN, PA.: Carroll M. 
Baumgardner, vice-president and di- 
rector of the National Radiator Com- 
pany, has been appointed a consult- 
ant to the heating branch of the 
building materials division of the Na- 
tional Production Authority. 
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DALLAS, TEX.: Honor guests at 
the April 16 meeting of Club 75 were 
officers and directors of the Lumber- 
men’s Association of Texas. Snark of 
the Universe Lynn Boyd also joined 
the group for dinner at Cain’s 
Hitchin’ Post. Members voted to 
suspend dues of any Cat during 
service with the armed forces. 


ATLANTA, GA.: Thirty-seven men 
attended the April 16 dinner meeting 
of Hoo-Hoo Club No. 1 at the Atlanta 
Athletic Club. Two Florida Cats told 
of the lumber procurement program 
of the South Atlantic Division of the 
U. S. Corps of Engineers, with which 
they are associated during this de- 
fense period. They were H. R. Frank- 
enberg, member of the Jacksonville 
Club, and L. V. O’Brien, Miami Hoo- 
Hoo Club member. 


MIAMI, FLA.: Forty-five persons 
attended a dinner meeting here April 
10 to hear Supreme Bojum John 
Doleater, of Tampa, and Convention 
Chairman Lucien Renuart discuss 
plans for the International Hoo-Hoo 
convention. It will be held at Miami 
Beach’s Roney Plaza Hotel, October 
7-9. Jack Cummings, WTVJ sports- 
caster, spoke on the future of tele- 
vised sports. 


Waller Heads New 
Savannah Hoo-Hoo Club 


Following the initiation of 23 
men in a concatenation at the Gen- 
eral Oglethorpe hotel on April 27, 
a new Hoo-Hoo Club was organized 
in Savannah, Ga. The officers are 
William Penn Waller, president; 
Clarence Williams, vice-president; 
David Scales, secretary; Robert 
Ingram, treasurer, and Car] Martin, 
sergeant-at-arms. 

The twenty-three men initiated 
at the concat included Victor L. 
Johnson, Jr., W. Cambridge Mur- 
ray, J. Chatham Howard, Barney 
Culp, Jr., Clarence A. Williams, 
Fred L. Dimmick, J. Howell Tilton, 
James W. Logan, Harold J. Radach, 
John W. Willis, John W. Paige, Her- 
bert C. Warwick, Charles V. Ray, 
Jr., Barth E. Shea, Jr., John P. 
Starnes, Norman H. B. Heflin, Leo 
D. Sheridan, Julius A, Smith, Da- 
vid F. Scales, Milton T. Drake, H. 
E. Dukes, Carl H. Martin, and Har- 
rell C. Murray. 

The degree team was composed 
of Tom Wait, of Tampa, Florida, 
deputy snark; Lee Bartholomew, 
Oertell Collins, and Robert Ingram, 
of Savannah; and Atlanta Hoo- 
Hoos Hanahan, Currie, Huckleber- 
ry, Hay, Sikes, and Moore. 


In the 


nie 





MEMBERS of the Southeastern Retail 
Coal Association will get together 
June 10-12 at the General Oglethorpe 
Hotel in Savannah, Ga., for their 
ninth annual convention. 


SOLID FUELS Administrator 
Charles W. Conner, speaking to a 
West Virginia University audience 
recently, said that “if the coal indus- 
try is given the tools, it will fill all 
rising demands for coal the nation 
will make this year.” Coal is the only 
fuel abundant even in wartime, he 
said. 


THE NEW Bituminous Coal Research 
Plan-of-Action Committee includes 
39 top-level coal and railroad execu- 
tives. Its purpose is to formulate a 
program of research to satisfy needs 
of coal consumers and increase re- 
tail coal markets. 


THE WALL STREET Journal has re- 
ported a new machine with tre- 
mendous possibilities in the coal in- 
dustry—a continuous mining ma- 
chine. It combines four techniques— 
blasing, cutting, drilling, and loading 
—into one operation. 
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METAL TRIMS, INC. 


BOX 1072, YOUNGSTOWN 1, OHIO 
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IT HAS EVERYTHING! 


SELLS ITSELF! 


HUNTINGTON 


METAL-FOLD 
SAFETY STAIR 


ALL STEEL LIFETIME 
NO COUNTERWEIGHTS © NO SLIDES 


e EASY TO OPERATE 


¢ NON- 
SKID 
TREADS 
e STEEL 
HAND 
RAIL 
| @ EVERYTHING 
BOLTED _ 
# © CANNOT 
BREAK 
{2° @ WEIGHS NO MORE 
*” THAN WOOD 
~~ LOWER COST 
©) QUICKER nsrattation 


FASTER Turnover 


Ly / 
' iNSTALLA 


1G 
Ns AS AUN 


int 120) 


to Install 


7 Step 


Instructions 


IT'S SAFE AS STEEL! 
"Protects Life and Limb" 


SPACE SAVER 
requires only 
12". clearance 
in attic 
Height 
adjustable 
6 to 8 inches. 














Easy 

















Write for further information 


HUNTINGTON INDUSTRIES, INC. 


2368 Prospect e Memphis, Tenn. 


14 MAY, 1951. 








DON'T YOU KNOW 


THERE'S AWARC ? 





























COURTING SMALL CUSTOMERS 


(From page 25) 


erally millions of customers started 
buying elsewhere when conditions 
returned to normal, because they 
just couldn’t forget the way they 
had been treated. 

Every building materials dealer 
must make his own decision as to 
whether he wants to cater to the 
small customer and as to who is 
going to get his stock of scarce 
items when shortages develop. 
Those who believe that it pays to 
make the best possible impressions 
on these small buyers reason that, 
in addition to giving their yard a 
reputation for being a nice place 
in which to trade, and thus im- 
proving its Public Relations, the 
small customer is worth appealing 
to because: 

1. He generally buys items 
which carry a good mark-up. 

2. He often buys materials 
which the yard is most anxious to 
move. 

3. His purchases become most 
welcome during periods when 
larger buyers temporarily drop out 
of the market. 

4. He may develop into a big 
and very desirable customer next 
week or next month. 

Enlarging on that fourth point, 
the man who wants a board to 
build a shelf today may decide to 
build a garage or a barn or a new 


. - Tell our advertisers you saw it in 


home a little later on. You never 
know. 

Or he may have a deciding voice 
in the purchase of materials for a 
new school or church or hospital. 
Or his brother or cousin or neigh- 
bor may be a large buyer of build- 
ing materials. By antagonizing one 
of these customers, a dealer could 
lose a lot of very profitable future 
business. 

In answer to the objection that 
these little customers take up too 
much of the salesman’s time, one 
very successful dealer points out 
that it is easy for a well-informed 
salesmen to save time by helping 
the buyer come to his decision. 

The loss of time usually arises 
from the fact that the customer 
doesn’t know just what he wants, 
or just how much he needs, and 
asks a lot of time-consuming ques- 
tions while trying to make up his 
mind. 

The skillful salesman _ saves 
time, and wins the appreciation of 
his customer, by asking questions 
about the way the material is to 
be used and the amount of work to 
be done, so that he can advise the 
customer accurately and convinc- 
ingly and help him make up his 
mind more quickly. 

Waste of time occurs when the 
salesman stands back in a disin- 
terested manner and answers ques- 
tions in a mechanical way without 
making any effort to save valuable 
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selling time by being helpful. 

Customers appreciate construc- 
tive help, both because it saves 
their own time and because they 
are less likely to buy something 
that will not meet their require- 
ments. 

And they appreciate genuine in- 
terest on the part of the salesman 
because they so often fail to re- 
ceive that kind of considerate at- 
tention in other places where they 
buy. 

Dealers who want to make the 
best impressions on the small buy- 
er as a means of protecting and 
improving their Public Relations— 
and increasing their sales—will do 
well to keep these additional points 
in mind: 

1. Aid the customer in selecting 
the right quantity and the proper 
grades and sizes of material for his 
purpose. 

2. Help him save money by 
suggesting less expensive materials 
or methods that will give the de- 
sired results. 

3. Suggest suitable substitutes 
when the material requested is in 
short supply or temporarily out of 
stock. 

4. Avoid giving the impression 


Insulating Board Output at New High 


The insulating board industry 
has grown to almost double its 
World War II stature, according 
to Dean D. Crandall, president of 


of hurrying the customer when he 
deliberates. 

5. Give a serious, helpful an- 
swer, even when the customer asks 
a foolish question. 

6. Avoid giving the impression 
that the order is too small to bother 
with. 

7. Don’t keep him waiting un- 
necessarily while his order is being 
filled or delivered. 

8. Suggest other materials he 
will need to complete the work he 
is undertaking. 

9. Show him that you sincerely 
appreciate his purchase. 

A 50-cent profit on a small sale 
doesn’t mean too much in itself. 
But the dealer who makes a favor- 
able impression on several hundred 
such customers every month is sure 
to be repaid handsomely in the 
form of increased prestige and 
ever-improving Public Relations 


the Insulation Board Institute. 


Production capacity of the 13 
major manufacturers, he said, now 
totals more than 2.5 billion square 
feet a year. The increased output 
has been made possible by plant 
improvements and the building of 
several large, new factories. 

“To keep dealers and builders 
supplied with insulating board 
products of all kinds,” Crandall 
pointed out, “manufacturers have 
been operating around the clock 
since the late spring of 1950.” 

During the last half of 1950, he 
said, shipments exceeded a billion 
square feet on a half-inch thick 
basis. Included in the total were 
building board, sheathing, lath, 
planks, tiles, and roof insulation. 
Not included were industrial items 
for further fabrication. 

“Insulating board sheathing has 
become the predominant sheathing 
material in many parts of the 
country,” Crandall asserted. “This 
is due largely to a growing recog- 
nition of its structural qualities 
and of the economic and comfort 
advantages of insulation.” 
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MAKERS OF THE FAMOUS PT-91 PLASTIC TILE CUTTER 


:4me 
JJ 
> 


ENGINEERS 


NAME 


MORE TILE! 


“much easier to complete 
the sale...” 


“in comparison to other 

rental equipment, tile 
cutters need the least 
maintenance... “ 


“increased sales volume... “ 


“both of these cutters paid 
for themselves...” 


= i i i ee a ca 
Please send me FREE BUL- 
LETIN S on the JMJ Tile 
Cutter Rental Plan and name 
of nearest distributor. 
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HISTORIC HOMES 


(From page 31) 


tween church, school, and home. 

The Memphis Association of 
Home Builders, which includes 
some building supply dealers, paid 
him handsomely to display at their 
annual exhibit a number of his- 
toric homes and churches. And 
contractor and _ building trade 
groups are dickering with him for 
historic re-creations. 

Hutton makes these miniature 
models from blueprint plans of the 
original home when he can get 
them. He likes especially to re- 
create famous homes already de- 
stroyed. Among such _ reproduc- 
tions in his shop are Uncle Sam’s 
plantation Home at Convent, La.; 
Woodlawn Plantation, St. James 
Parish, La.; and Crosskeys Tavern 
between Shelbyville and Louis- 
ville, Ky, Plans for these bygone 
structures were secured from the 
Library of Congress. 

For many of these old buildings, 
however, plans are not available. 
He had to reconstruct, from old 
photographs, the James K. Polk 


home in Nashville, which was 
razed several years ago. 

The number of miniature model 
builders of historic homes in the 
United States is so small, it is hard 
to find them. But there is prob- 
ably no one of them who goes to 
the infinite pains of Fred Hutton 
to reproduce every possible detail. 

If the structure is brick, like the 
Hermitage, he gets a brick from 
the structure to be duplicated and 
carries it home in order to repro- 
duce the exact brick texture, He 
crushes the brick to a fine powder, 
sifts it through a silk sieve, and 
mixes it with a matching paint. 
This is brushed on the miniature 
structure. While the paint is still 
soft it is pressed with a Hutton- 
made brick mold that gives it a 
realistic brick-surface effect. 

It would be impossible, of 
course, to duplicate in either wood 
or brick the materials used in the 
original building. It would be im- 
possible to split wood, for ex- 
ample, into the thin miniature 
shingles that would be used on the 
miniature roof. For shingles, floor 
plank, porch railings, weather- 
boarding, he duplicates the original 
with art paper. Three or four 
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strips of this rather stiff pape: 
glued together make a fairly rigid 
plank or window frame. 

Every model is built to a scale 
of 3/16 of an inch to the foot. 
Every shingle, window frame, 
column, etc., is cut to this propor- 
tion, On the materials simulated 
in the finished models, Hutton 
uses artist paint—burnt umber or 
ochre—to give them the exact tex- 
ture of the weatherbeaten effect 
of the original building. 

Sometimes it takes this crafts- 
man about as long to build the 
model as it would require to build 
the original! He uses an average 
of about 5,000 individual pieces of 
such materials as art paper, alum- 
inum, other metals, plaster, poster 
board, white pine wood. It took 75 
days to build the three model 
houses ordered by the National 
Council of Churches of Christ. 

In building a shingle roof for a 
model, Hutton tacks the roof form 
together with thin pieces of wood, 
and then sheets it over with card- 
board. To this cardboard sheeting 
he applies each tiny shingle one at 
a time. He first spreads a tiny 
streak of glue for a row of art- 
paper shingles, then picks each 
shingle up with a pointed instru- 
ment and applies it to the glue in 
row order—and there it sticks. 

For porch columns, he has a 
little jig that turns out the 514- 
inch pieces. 

Some old shrines and mansions 
are duplicated even down to the 
yard shrubbery, which Hutton re- 
produces with pieces of sponge 
dyed a foliage green. 

To shape all the tiny model 
pieces, such as door panels, win- 
dow shutters, window frames, and 
other house parts, he uses surgical 
and dental precision instruments, 
a tiny motor-driven saw, a jig, 
tiny vises, and other tools. 

Some parts of the model struc- 
tures are so small they have to be 
shaped out under a large magni- 
fying glass! 








THOROUGHLY DRY OAK 
FOR SALE 


10 cars 8/4 3B and better rough 
oak. Can dress to your specifica- 
tions. Will run approximately % 
3B, % 3A and % #2 Common. 
Can ship straight car of 2x4, 2x6, 
2x8 or 2x10. 


GRAYSON LUMBER COMPANY 
P. O. Box 1311 Phone 9-1131 
Birmingham, Ala. 

















PACKED SOLID WITH SALES APPEAL! 


made of 
woopnD 


Now is the time to reap your 
share of profits from fast-sell- 
ing, quality-made IDEAL Kitch- 
ens . . . millwork masterpieces 
of solid sales appeal. Architects 
and builders endorse and specify 
IDEAL Kitchens without hesita- 
tion. 











Your customers want beauty 
plus convenience. The Utility 
Shelf, the Service Bar End Sec- 
tion, and the Tray and Pan Sec- 
tion, shown at right, provide 


ASK YOUR JOBBER ABOUT OTHER both beauty and convenience. 


Sales and satisfaction mount fast 


IDEAL MILLWORK PRODUCTS when you sell IDEAL Kitchens. 


Dept. SBS—551 


Manufactured by IDEAL COMPANY, Waco, Texas 




















THEY'RE QUIET 


ra Only one thing has been left out of the REED 
FR. attic fan—headaches! Here is a contractor- 
iS designed package attic fan and shutter that 
LONG LASTING QUALITY ad requires a minimum of time and no spécial 
equipment to install—reliable quality at a 
competitive price. Four stock sizes to fit 

every need. 


REED UNIT-FANS, INC. 
INSTALLATION DATA D 

Model Fan and Shutter 
A B 


epartment W 
1001 St. Charles Ave. 
New Orleans 8, La. 


and other information about 
Reed Fans. 


Name____ 


RVU-30 
RVU-36 
RVU-42 








' 
i 
] 
' 
{ 
' 
RVU-24 4 ¥ ; Please send me catalogs, prices 
' 
' 
' 
' 
' 


U NIT-FANS, INC. 1001 St. Charles Ave., New Orleans 8, La. nea 
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NEW PLYWOOD WAREHOUSE IN CHARLOTTE 


The new Southeastern branch sales warehouse of Associated Plywood 


Mills, Inc., located at 1026 Jay Street in Charlotte, N. C., 


is sketched 


above. Manager of the branch is Joe Gall, who has been Associated’ s sales 

representative in the Southeastern states. A long-time resident of the 

Carolinas, he has had 20 years’ experience in forest products. APMI head- 

quarters are in Eugene, Ore. The Southwestern warehouse is at 4003 
Coyle Street in Houston, Tex. 





“WANT SLIPS” 
(From page 30) 


Wasson has installed it just inside 
the wide front windows of the 
modern store, located on Highway 
98 that brings tourists into the 
town. The sporting goods depart- 
ment is the first thing, as well as 
the last, seen by every customer 
entering the store. 

The Gray sporting goods de- 
partment occupies a rectangular 
space separated by six-foot glass. 
cases that surround one corner. 
Mounted on the rear wall are pan- 
els of plugs, lures, and other baits; 
small fishing accessories; electrical 
boating supplies; cutlery; folding 
stoves; canteens; knapsacks. 

Two large display tables hold 
bulky items such as bait contain- 
ers, heavy-duty salt-water fishing 
equipment, lamps, and_ similar 
items. 

The importance of displays has 
been proved to Donald Wasson in 
other ways, too. Since the company 
erected a riser shelf in the paint 
department, sales of paint acces- 


sories have increased 400 per cent! 

Before Wasson made this change 
over a year ago, such accessories 
as brushes, scrapers, brush clean- 
ers, thinners, putty, spray-gun 
parts, and wire brushes were dis- 
played on a small table at the right 
of the paint department, They 
were pointed out to paint custom- 
ers after the purchase was com- 
pleted. In most cases, however, 
when the customer had paid for 
the paint, he was eager to be on 
his way and would pay little at- 
tention to the suggestion. 

“What we needed was some 
means of making the necessary 
accessories for a paint job so prom- 
inent that the customer would give 
them plenty of attention during 
the time he was selecting paint,” 
Wasson recalls. 

The answer was the riser shelf, 
which extends the full length of 
the paint department, over the 
counter that displays popular 
paints in pint and quart sizes. 

Moving along the counter in 
search of a particular paint, the 
customer is never more than a few 
inches away from the necessary 
accessories, so they almost suggest 
themselves. 








LUMBER-BUILDING SUPPLY AND HARDWARE DEALERS 


rr a a 
HARDWARE & SPECIALTY CO. 


2109 HUTCHISON AVE. 


CHARLOTTE 3, N. C. 


DISTRIBUTORS FoR 
TEL-O-POST 


THE ORIGINAL TELESCOPIC 
ALL STEEL ADJUSTABLE 
BASEMENT POST WITH 

BUILT IN JACK 
MANUFACTURED BY 
BUILDING PRODUCTS DIV. 
BRAINARD STEEL COMPANY 





Professional Bulk 
OR 
Cartridge Guns 


“QUALITY UNSURPASSED" . VITAL guns are 

manufactured in our plant—to highest standards— 

unconditionally uaranteed. ‘‘Maintenance''—ever 

popular Model D-49 gun, ier bulk or cartridge 

loading . lists for $4.35. Other sizes and 

prices on request. VITAL CAULKING GUNS—first 
9. 


since | 
WN 
\ 


Wt vans Ele 
mt “Wh rou! 
nT 
- 


SELECTED ALL-PURPOSE 
VITAL NOZZLE SET OF 10 


Yes, this eye-catching display rack of VITAL inter- 
changeable nozzles is one way Vital leads to extra 
sales! A large throated nozzle for wey, - 
Selected all-purpose nozzle set of 10—$5 

SEE YOUR JOBBER OR WRITE US TODAY 


VITAL PRODUCTS MFG. CO. 
7500 Quincy Avenue, Cleveland 4, Ohio 





YOUR DOOR MEANS... 


Q More profits for you 


Q More service to 
your customers | =~ 


Omore sales 


Caray 


—— 
— 


— =r 
Let Hs tell you more about |_ 
ét and send you a copy of... 
THE ABC'S OF MAKING MONEY 


ALLIED BUILDING 
CREDITS, INC. 


MEAD OFFICE: 3109 WILSHIRE BLVD. +» LOS ANGELES 





WRITE FOR DELPH'S GENERAL CATALOG 








NATIONWIDE SERVICE 
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Novel Display Moves From Counter to Counter 


There is enthusiastic talk among 
Building Supply retailers about 
the new attention-getter which 
A & F Tileboard Company has 
supplied to their dealers. 


This unique display is appropri- 
ately named AFCO’s “Silent Sales- 
man”. It is a small counter display 
consisting of AFCO Tileboard 
samples. Each of AFCO’s ten dec- 
orator colors, and each of the three 
patterns is mounted separately on 
a hinged panel; all panels swing 
freely from the display stand. All 
panels can be viewed and com- 
pared while each sample stands 
apart from the other. The “Silent 
Salesman”, conspicuous by its va- 
riety of subtle baked-in plastic 
color finishes, invites the custom- 
ers’ touch and consequent inspec- 
tion of the entire AFCO Tileboard 
line, easily, quickly, 

Another selling advantage that 
retailers credit to AFCO’s “Silent 
Salesman” is its small size. Mount- 


ed on a sturdy stand, the display 
can be moved from counter to 
counter, from table to desk, or to 
any place where it will catch the 
customer’s eye. 


AFCO’s beveled score-line is 
prominently shown so that cus- 
tomers can see at a glance the ad- 
vantages of this feature; how 
much longer it will hold its trim, 
unfilled line, how much easier to 
keep clean. 


AFCO Prefinished Wall Panel, 
as customers can easily see, is a 
superior quality tileboard, with a 
baked-in plastic finish, choice of 
ten preharmonized colors, a bev- 
eled score-line and three distinc- 
tive designs. 

AFCO also supplies dealers with 
colorful literature, displays, ad 
mats, and a full line of mouldings 
and cement for application. Write 
on your letterhead today for infor- 
mation on AFCO’s “Silent Sales- 
man”—and the full AFCO line. 


A&F TILEBOARD CO., INC. 


P. O. BOX 4085 * 


ALEXANDRIA, LA. 





Preferred because they lay flat against the joist and 
girder! They fit closely on all sides! Also adapted for 
stair well, chimney, light shaft and similar framing. Made 
of best open hearth steel. Single or double styles for 


every size timber. 


The IDEAL HANGER CO. 
1289 East 53rd St. Cleveland 14, O. 


Ae fae ij ze 

Floor for the years to come... Hard Maple! 
For 1951 modernization work—industrial plants—defense 
and low-cost housing—residences—schools—military con- 
struction. MFMA grades for every purpose: First Grade for 
“high style” —Second, utility and appearance—Third, utmost 
value with economy ...or Combination Grades, Second- 
and-Better, Third-and-Better. MFMA Grading Rules, tech- 
nical data, FREE. Write: MAPLE FLOORING MANUFACTURERS 
ASSOCIATION, Suite 556, Pure Oil Building, Chicago 1, Illinois. 

re i i 


07 fi fi! 
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Jobbers to Offer 
Group Insurance 


A new group insurance program 
for employees will be available to 
firm members of the Southern 
Sash and Door Jobbers Association 
about June 1, according to Secre- 
tary-Treasurer Clark E. McDonald. 

That body’s board recently ac- 
cepted the group insurance pro- 
posal of the General American Life 
Insurance Company, of St. Louis, 
Mo. 

The SSDJA directors elected T. 
I. Corddry, of the Morgan Mill- 
work Company, Baltimore, Md., to 
replace Lester F. Kirchner as a 
member of their board. 

The dates of Monday and Tues- 
day, June 4-5, were set for the 
annual meeting of the Southern 
Sash and Door Jobbers Association 
at the Hotel Peabody in Memphis. 
The board decided to provide for a 
formal manufacturers’ exhibit at 
the 1951 annual winter meeting in 
New Orleans. 

New members of the jobber or- 
ganization, elected by the board of 





WEL-BILT FOLD-A-WAY 
STAIRWAY 


e SAVES SPACE 


* IDEAL FOR 
SMALL HOMES 


¢ ADDS EXTRA ROOM AT 
SMALL COST 


Every home should have a WEL- 

BILT STAIRWAY. Wasted attic 

space can be easily converted 

= into valuable storage space, 
\\ \\ extra bedroom or playroom for 


i i the children. 


= 
era Wel-Bilt Stairways 


come assembled. 
“ \ “\ THEY AR 
EFFicient \\—» yo plind 
. i 
SAFE 


install at little ex- 
pense, and easy to 
operate. 











SOLD BY LEADING DISTRIBUTORS 
FROM COAST TO COAST 
Manufactured by 
THE WEL-BILT PRODUCTS 
COMPANY 
P. O. Box #95 
Memphis, Tennessee 














directors at a meeting March 30, 
include: the Kern Distributing 
Company, Inc., Washington, D. C.; 
the Harris-Webber Sash and Door 
Company, Nashville, Tenn.; the 
Dalton-Bundy Lumber Company, 
Norfolk, Va.; Central Building 
Supply, Inc., Baltimore, Md., and 
Washington, D. C., and Bass and 
Company. The latter firm operates 
warehouses in Nashville, Tenn., 
and in Bowling Green, Owensboro, 
Paducah, and Hopkinsville, Ky. 


Zuber Distributes 
Colorful Catalogs 


Distribution of the Zuber Lum- 
ber Company’s colorful new cata- 
log and dealers’ price list to more 
than 200 retail building supply 
dealers throughout Georgia has 
been completed, according to J. W. 
Zuber, president. 

Established in 1889 as lumber 
wholesalers, this firm now serves 
as wholesalers and jobbers for an 
extensive line of lumber products 
and other building materials. 

The loose-leaf catalog includes 
separate sections for the prices and 
manufacturers’ literature on the 
different types or brands of prod- 
ucts. The sections are keyed so that 
dealers may easily find the product 
and price they seek, and so they 
can quickly file new literature and 
price sheets. 

Among the product or brand sec- 
tions are those for asbestos siding, 
bathroom cabinets, Celotex prod- 
ucts, Chromedge metal trim, For- 
mica plastic laminates, doors, lum- 
ber — hardwood, lumber — yellow 
pine, lumber—Western, millwork, 
wood moldings, plywood, roofing, 
sink frames, windows, Dixon win- 
dow units, and window screens. 


Among the Wholesalers 
BPP BPPPPPPPP PPP PPP IPD 


MEMPHIS, TENN.: C. W. (Buddy) 
Balton has joined the Fischer Lime 
and Cement Company as a sales rep- 
resentative for the northern part of 
Mississippi. Balton previously was 
engaged in construction work. 


TAMPA, FLA.: Wally F. Walker, 
vice-president of the Dantzler Lum- 
ber and Export Company, has been 
made one of eight new governors of 
the Greater Tampa Chamber of Com- 
merce. 


SWEETWATER, TEX.: Fire de. 
stroyed the warehouse and office of 
the Sweetwater Sash and Door Com- 
pany recently. The loss was estimat- 
ed at about $250,000 by P. L. Ullom, 
manager. 


HOUSTON, TEX.: The Buie Build- 
ing Material Company has been ap- 
pointed exclusive distributor in this 
area for packaged Butler steel build- 
ings for industrial and agricultural 
use. 


GREENSBORO, N. C.: E. B. Bar- 
rett was elected a member of the 
Armstrong Cork Company building 
materials division wholesalers’ policy 
committee at the group’s fourth an- 
nual convention in Lancaster, Pa. 
Barrett is associated with Binswanger 
and Company here. 


Jobbers Go to Sun Valley 


Executive officers of the Nation- 
al Plywood Distributors Associa- 
tion and the National Building Ma- 
terial Distributors Association 
have announced that their ninth 
annual joint convention will be 
held June 10-13 at Sun Valley, 
Idaho. 

Special emphasis will be placed 
on federal controls and how they 
affect the industry. 





You can easily sell SISALKRAFT to farmers ! 





Farmers need, 


want, and can afford to buy SISALKRAFT. 

Sell them! For temporary silos (grass or corn), trench silos, 

grain storage, machinery covers, lining farm buildings, and 

many other uses, SISALKRAFT is dependable and economical 
. and a dependable profit producer for you, too! 


chandising aids, 


; SAL- REINFO! 
PROTECTIVE PAPERS 


Write for FREE POSTERS, folders, 
ad mats, samples and other mer- 


Nationally advertised 


THE SISALKRAFT CO., Dept.s8-5. 205 West Wacker Drive, Chicago 6, Illinois © New York 17, New York ® San Francisco 5, California 
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Soil Conservation 
Benefits Explained 


THE IMPORTANCE of soil con- 
servation to the lumber industry 
was explained by W. F. Hall, Spar- 
ta, Ga., lumber manufacturer and 
vice-president of the National As- 
sociation of Soil Conservation Dis- 
tricts at the fourth annual joint 
meeting of the Southeastern Lum- 
bermen’s Club and the Carolina- 
Virginia Lumbermen’s Club at the 
Bon Air Hotel in Augusta, Ga., 
April 10. 

Hall told how soil-conservation 
efforts are helping the lumber in- 
dustry to produce a continuing, 
dependable supply of raw ma- 
terials; to obtain a stronger and 
more dependable market from the 
farmers; to assure lumber person- 
nel and their families an adequate 
diet, clothing, and lumber for 
housing; to keep down tax costs, 
and to keep our nation strong. 

“A whale of a lot of No. 2 and 
better graded Southern pine lum- 
ber is going to be bought for the 
H-bomb project in the Savannah 
river area,’ Howard Miller, ad- 
ministrative assistant to the proj- 
ect manager of DuPont de Ne- 
mours and Company, asserted. 

Miller explained the purchasing 
policy for lumber and other com- 
modities as “fair and impartial.’ 
He said that the preferred lumber 
bidders would be those who offer 
a_ satisfactory combination of 
“price, quality, and prompt de- 
livery.” 

The outlook for lumber sales 
particularly for furniture and 
flooring was discussed by J. C. 
Liebhart, Frank Deere, Frank 
Cash, and Leonard Shertzer. 

Shertzer won the biggest hand 
with his famous “Crystal Ball Pre- 
dictions.” He said “it would be 





Principals in the joint meeting of the Carolina-Virginia Lumbermen’s Club 

and the Southeastern Lumbermen’s Club in Augusta last month are seen 

above. From left they are E. N. Beard, of Greensboro, N. C.; E. 

A. Scott, of Augusta, Ga.; W. F. Hall, of Sparta, Ga., and Leonard Shertzer, 

of Montgomery, Ala. Beard is president of the Carolina-Virginia organiza- 
tion while Scott heads the Southeastern group. 





good for all of us if we didn’t get 
an order or make a shipment for a 
whole month, we've been so 
spoiled by exceptionally good busi- 
ness.” 


Wood Window Drive 
Starts in Gulf Area 


The Seal of Approval advertis- 
ing and merchandising program of 
the American Wood Window Insti- 
tute, Inc., has been activated in 12 
Texas cities and in Shreveport, 
La., and Jackson, Miss., according 
to Secretary-Treasurer Clark E. 
McDonald. 

The Texas cities where the cer- 
tified wood window units are now 
being sold include Abilene, Dallas, 
Fort Worth, Lubbock, Odessa, San 
Angelo, Texarkana, Tyler, Waco, 


Wichita Falls, San Antonio, and 
Houston. 

The AWWI Licensing and Speci- 
fication Committee has approved 
for Seal of Approval certification 
wood window units produced by 
the Texas Sash and Door Com- 
pany, Fort Worth; the Steves Sash 
and Door Company and George C. 
Vaughan and Sons, both of San An- 
tonio. 

New members of the American 
Wood Window Institute, elected by 
the board of directors on March 
29, include: the American Sash and 
Door Company, Kansas City, Mo.; 
B. I. Barfield and Sons, Inc., Ama- 
rillo, Tex.; Chupik Wood Manufac- 
turing Company, Temple, Tex.; 
Hawley Gilbert Company, Port- 
iand, Ore.; Logan Lumber Com- 
pany, Tampa, Fla., and the Okla- 
homa Sash and Door Company, 
Oklahoma City, Okla. 








The SLIDE-A-FOLD Disappearing Attic Stairway 
LOW COST—FAST SELLING 


‘PROTECTS 


Me ae 





© A good, practical, economical unit sold Woon. : 
only through building supply dealers. 


Sco-Co No. 27 Red is a non-fading, water repellent 
metallic paint that actually penetrates rust on metal sur- 
faces—and rust becomes a pigment in the paint film. This 
flexible, durable paint is not affected by acid or alkaline 
conditions or sudden temperature changes. Write today 
for folder and the big profit possibilities of this amazing 
product. 


© Carton packed—low freight rate. 
NO NEED TO CARRY VARIOUS SIZES! 


The Standard Slide-A-Fold fits all 
heights of 9'2" and less. 


WRITE TODAY FOR FULL DEALER INFOR- 

MATION ON AMERICA'S MOST POPU- 

LAR DISAPPEARING ATTIC _ STAIRWAY. 
CRAIG WOOD-PRODUCTS COMPANY 
BRENNAN ROAD COLUMBUS, GEORGIA 


ceiling 
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better 3 ways 


¢ stronger than felt 
e easier to handle 


e lower in cost 


Why sell felt when Leather- 
back gives so much more 
value. It's an engineered 
building product, with 
uniform high strength 
and quality. Meets Fed- 
eral Class D specifica- 
tions. Write for complete 
information and prices. 


ALL-PURPOSE 
BUILDING 
PAPER 


@ Leatherback All-Purpose Build- 
ing Paper is also a money- 
saver for you. You carry a 
smaller inventory, yet serve 
all needs. 

Why stock felts, when Leather- 
back All-Purpose will do? 
Leatherback Products include 
vopor barrier ond duplex 
popers, and Leatherback Re 
flective Storm Blanket. Ask 
your distributor for informa- 
tion and prices. 


LEATHERBACK 
PRODUCTS 
are identified by 
tt» the TURTLE 
trademark. 
Accept no 

substitute. 

Leotherback Products are Dis- & 


tributed coast-to-coast through 
leading wholesalers and jobbers 


PROTECTIVE PAPERS, INC. 
\ “UNION ° ILLINOIS 





keep your EYE 
on: clean, 


Liety Uo bhierdlly 


profitable 


White for a copy of: 
Merchandising Plan 
for selling Wolmanized 
Pressure-Treated 


American Lumber 
& Treating Co. 
Lumber. It's 1681 Mc Cormick Bidg., Chicago 4, Ill. 


— , Branch Offices in Boston, New York, Baltimore, 

— F 

e Jacksonville, Fla., Little Rock, Ark., Los Angeles, 
erm San Francisco and Portland, Ore. 


AT 
We ke olmanized is a registered trademark of 
aes American Lumber & Treating Cc 
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A & F Tileboard Co. .. 

Active Tools & Manufacturing Company 
Adams Rite Mfg. Co m 
Advertising Council, Ine 

Air Control Products Inc 

Allied Building Credits, Inc 

American Asphalt Roof Corp 
American Celeure Wood Preserving Corp 
American Lumber & Treating Co ‘ 
Anthony Truck Co 

Armstrong Co., The 

Avery Corp 

Asbestone Corp 

Asbestos Co. of Texas, The 

Associated Plywood Mills, Inc 


Barclay Mfg. Co , . ‘ 
Barrett Div. (Allied Chemical & Dye Corp.) 
sessler Disappearing Stairway Co ws 
Biglin Co 0 ° : 

Bugher Mfg. Co 
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Cameron & Co., Wm 
‘arpenter Oak Flooring 

elotex Corp., The . 
ertain-teed Products Cory» 
hicopee Mfg. Corp 

offman Co., R. G 

‘olonial Cedar Company, Inc 
raig Wood Prod, Co 
umberland Portland Cement 
urtis Companies, Inc 
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Davis Co.. H. B 

Decatur Tron & Steel Co 

Delph Hardware and Specialty Co 
Donley Bros. Co 

Douglas Fir Plywood Assn 


F 


Falls Stamping & Welding Co., The 
Fawsco Mfg. Co Kee oe 
Fir Door Institute 

Fletcher-Terry Co 

Flintkote Co es 

Foldaway Stairway Co 


G 


Gate City Sash & Door Co 
Georgia-Pacific Plywood Co 
Getty & Co., Inc H. 8 
Grayson Lumber 


H 


Hager & Sons Hinge Mfg 
Heatilator, Inc 

Homasote Co 

Hunter Fan & Ventilating Co 
Huntington Industries, Inc 
Hurtshboro Oak Flooring Co 
Huttig Sash & Door Co 


Hanger Co 
Div. Minnesota & Ontario 


1. M. J. Prod. Cc 
Johns-Manville, Ine 


K 


Keasbey & Mattison Co 
Kimberly-Clark Corp 
Knox Corp 


tL 


Leigh Building Products, Div 
Libbey-Owens-Ford Glass Co 
Lockport Cotton Batting Co 

Longview Lime Corp 
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Two ote. 


ry GLAZING COMPOUND} 


FAR SUPERIOR to any putty, it pays to 
sell this E-L-A-S-T-I-C Compound for 
glazing BOTH wood and metal sash—new 
jobs or repairs. Unlike putty, Armstrong's 
"33" is weather-proof. Won't crack, 
crumble or chip off — won't dry out — 
ready for use any time. Easy to apply 
—less wastage — inexpensive! Contractors 
and home handymen prefer 33". Order 
from your jobber. 


Rely-on CAULKING COMPOUND 


Here is a top-quality GUN GRADE caulk- 
ing compound that you can sell at very 
attractive price. Rely-on adheres to prac- 
tically any surface — ideal for filling joints 
and cracks in any type construction. An 
inexpensive way to forestall costly repairs 
—reduce home upkeep. Stays E-L-A-S-T-I-C; 
won't crack or crumble. Available in various 
colors. Outlasts other caulking compounds 
many times over. Place trial order with 
your jobber today! 


Write for FREE Samples 
The ARMSTRONG COMPANY 


4065 5S. LaSalle St. 241 S. Post Ave. 2411 Swiss Ave. 
Chicago Detroit Dallas 
721 S. Fourth St., Richmond, California 


Ti = - . i 
ARMSTRONG COM? 
Rint ss ct 





No matter what your cus- 
tomer's wood scraper require- 
ment may be, you will find it 
in the FLETCHER line. If it's 
size, they range from the little 
one inch scraper to the 2!/,” 
scraper which will take a 3” 
blade. If it's price, they range 
from the inexpensive wood 
handle tool to the deluxe all- 
metal scraper. 


KING COMPOU! 








By Using Kokomo Korners 


Corners for bevel wood siding made of 
aluminum—can't rust, rot, or deteriorate. 
So constructed as to eliminate splitting of 
siding. Two small nails are furnished with 
each corner and holes provided to fasten 
bottom by nailing through base of corner 
into lower edge of siding board. Top nails 
are concealed by next course of siding. 
Available for 6”, 8", and 10" siding. 


BUGHER MANUFACTURING CO. 


211 So. Main Street Kokomo, Ind. 











When You Write to 


Advertisers in 


This Magazine 
TELL THEM 
You Read About It in 


SOUTHERN BUILDING SUPPLIES 











The instantaneous blade 
changing mechanism in the 
No. 250 and No. 300 is a fea- 
ture appreciated by every 
user. Sell satisfaction with ev- 


ery wood scraper ... sell the 
FLETCHER. 


EXTRA BLADES 
INCREASE SALES 


Stock extra blades in 
the handy blade book pack- 
age. They will keep your cus- 
tomers coming back to your 
store and help you sell other 
merchandise. These blade books 
are easy to stock, easy to dis- 
play and easy to sell. 


THE FLETCHER-TERRY CO. 


508 SOUTH STREET 


: FORESTVILLE, CONN. 
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USE YOUR ATTIC 
FOR EXTRA ROOM 


EASY HANDLING — 
FAST SELLING — 
Myer-Lee Folding 
stairway comes 
all-in-one pack- 
age easy for 
dealers to handie 
and easy for 
builders to install 
in 30 minutes 
atter well 1s made 
Complete and 
SHIPPING WT 85 18S simple instatiation 
APPROVED BY FHA 
PATENT NO 
2506380 


instructions fur- 
nished for you- 
- and your 
customers 


YOUR BUILDER-OWNER 
CUSTOMERS 
6 are you looking for the Foldaway 

space-saving stairway for economical 

installation in the big new home build- 
ing and remodeling program! With “space” at a premium in all building and 
remodeling jobs today — this disappearing stairway holds many uses-and many 
sales for you! Transforms attics into extra bedrooms, dens, storage space and 
other uses. FOLDAWAY stairway disappears completely into attic, leaving 
only fine finished panel lying horizontally in the ceiling 


WRITE FOR COMPLETE DEALER INFORMATION. 
FOLDAWAY STAIRWAY COMPANY, INC. 


813 SEABOARD STREET PORTSMOUTH, VA. 


7 








Radically New 
ONE-PIECE DRAW 


Enameled Pressed Steel Sinks 


Combining the beauty and economy of enamel with the 
latest design for greatest utility. 
IMPORTANT—AI!l Active Sinks have 2 coats of White 
Titanium "AA" Acid Resistant Porcelain. 
Double Bow!, Pressed Steel, Enameled. individually yarreeee’ 
Ledge-type sink, 32” x 21” x 7”. Rim corner radius 2'2 
Material 14 gauge. 
Center aoe holes. 3 9/16” 
Model 3: 4 Faucet holes on 4” centers. 
Model 32. 5 3 Faucet holes on 4” centers. 
FOR INFORMATION ON ALL eens pecmaery OuR 
FACTORY ge ancy 
Mr. William R. Bristow, 700 Argonne an. -. Atlanta, Ga. 
(Georgia and South Carolina territories) 


Or Main Office 


ACTIVE TOOL & MFG. COMPANY 


ESTABLISHED 1929 
888 Clairpointe Ave., Detroit 14, Michigan 
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Maple Flooring Mfrs. Assn 
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Miami Window Corp yale 

Miracle Adhesives Corp. 
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KNOX HOMES BEST SELLERS! 


e fo Mr. Dealer Complete house shipped to site on trailer. 
Speed of erection—average 30 days. 


and Builders........ Makes your money work faster. 
FHA and VA approval. 


Sell Enthusiastic public acceptance. 
@ lel! your customers . . . Style at moderate cost. 


Low maintenance. 


The 
EMERSON 








a 























artes en ae nee 
+ Bist g PSR Sg 


Write today for complete 
information on dealership. 
Certain areas in Southeast 
open for alert, financially 
responsible dealers. 
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Complete One-Piece Metal 
Frames for any type of Construction 











Prompt Delivery anywhere in the U. S. 


DNE-DER FRAME ue 


4A 
tT. 


2109 Third Ave., North 


86 


Ln 
OTAairT_on ao 


Birmingham 3, Ala. 


MAY, 1951... . Tell our advertisers you saw it in 


Leading 
Firms 


Aichel Steel & Sup., Jacksonville, Fla. 
Albany Concrete Products, Albany, Ga. 
Allied Building Spec., Columbus, Ohio 
American Metal Window, Shreveport, La. 
Associated Distributors, Denver, Colo. 
Bar-Tel Company, Muncie, Indiana 
Birmingham Ornamental Iron, Birmingham 
Ala. 
Bowen Bros. Hardware, Augusta, Ga. 
Buie Building Material, Houston, Texas 
Builders Specialty Co., San Antonio, Texas 
Builders Specialty Co., Austin, Texas 
Builders Supply Co., Helena, Mont. 
Building Prod. Co., Montgomery, Ala. 
Calcasieu Lumber Co., Austin, Texas 
Cement Block Industries, Tampa, Fla. 
Clark & Fay, Inc., Memphis, Tenn. 
Concrete Products Co., Rock Hill, S. C. 
Eldridge Cundriff, Inc., Roanoke, Va. 
Samuel A. Ellsberry Co., Dallas, Texas 
Farm & Home Sup. Co., Springfield, Mo. 
Fischer Steel Corp., Paducah, Ky. 
Genera! Steel, Minneapolis, Minn. 
Gilstee! Distributing Co., Atlanta, Ga. 
Graham Builders Supply, Bartow, Fla. 
Haskin Wholesale, Inc., Tucson, Ariz. 
Heath Supply Co., Charlotte, N. C. 
Israel Metal Builders Supply, Dayton, Ohio 
Layrite Bldg. Materials, Spokane, Wash. 
Layrite Concrete Prod., Seattle, Wash. 
Lensing Wholesale, Inc., Evansville, Ind. 
Maxwell & Hitchcock, Inc., Atlanta, Ga. 
Mississippi Metal Prod., Jackson, Miss. 
Moore Steel Co., New Orleans, La. 
Norwood Heights Coal & Sup., Cincinnati, 
Ohio 
One-Der Window of Cleveland, Ohio 
Rio Grande Steel Prod., Albuquerque, 
N. M. 
Rusco Window Co., Salt Lake City, Utah 
Rusco Window Co., Lincoln, Neb. 
Scovil & Sublett, Oklahoma City, Okla. 
Smithwick Concrete Prod., Portland, Ore. 
Southern G-F Co., Atlanta, Ga. 
Southern Iron & Paper Stock, Atlanta, Ga. 
Southern Sash Sales & Sup., Montgomery, 
Ala. 
Southern Specialties Co., Meridian, Miss. 
Stephen Lewis Co., Philadelphia, Pa. 
Tennessee Bldg. Spec., Chattanooga, Tenn. 
Tennessee Structural Prod., Knoxville, Tenn. 
Underwood Builders Supply, Mobile, Ala. 
United Cement Products, Wichita, Kan. 
Virginia Steel Co., Richmond, Va. 
Wholesale Service Co., Louisville, Ky. 


Some territories open. 
Write for information. 


SOUTHERN BUILDING SUPPLIES 





